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350,000 FAMILIES SHARE A BIRTHDAY 


TODAY, as you read this advertisement, a 
fine old gentleman and his wife are basking 
in the sunshine of a little California town. 
They can afford to take things easy, for 
theirs is the security of Provident Mutual 
monthly income checks. They are two of 
the nearly 40,000 policy owners who, in the 
last 75 years, have received a total of 132 mil- 
lions of dollars in their declining years from 
Provident Mutual Endowment policies. 


Today in another city a young widow 
and her children face life bravely and fear- 
lessly because punctually on the first of 
every month they receive a Provident Mu- 
tual income check, guaranteed as long as 
the mother lives. From the fulness of her 
heart she writes: ‘“‘I don’t know what I 
would do without it.’’ She is only one of 
the 37,000 individuals to whom the Provi- 
dent has paid 190 millions of dollars in 
death claims since its organization in 1865. 


Today in an Eastern university a boy is 
poring over a chemistry text-book. He had 
not expected to go to college, for his Dad 
had been wiped out by the depression. But 
fortunately there were still the cash values 
of Dad’s Provident policies—and a life-long 
ambition will become a reality for him as 
well as for many of the thousands to whom 
the Provident has paid 182 millions of dol- 
lars in cash values, annuities, and other 
values, not including dividends. 


x * * 


These stories, repeated many times over 
with countless variations, are the stories of 
the approximately 150,000 families who 
have already benefited from Provident 
Mutual service, and typify the aspirations 
of the nearly 200,000 families who today 
are banded together as owners of the Com- 
pany on its 75th birthday. To them we ex- 
tend our birthday greetings, and on this, 


IN 75 YEARS 


Total Paid to Policy Owners and Beneficiaries 
Plus Funds Held for their Benefit . 


Total 


As against Total Premiums Received in 75 Years of . 


our diamond anniversary, we take pride 
not so much in our millions of assets, nor 
in our nearly one billion of insurance in 
force, as in the homes which have been en- 
riched through the magic miracle of life 
insurance. 


A leading role in this every-day drama of 
living is played by the Provident Mutual 
agent, who through times of adversity as 
well as prosperity has helped to safeguard 
the future of his clients. The high esteem 
of the people he has protected is a tribute 
to his friendly service. 


We invite you to send for a copy of Provi- 
dent Mutual’s 1939 Annuai Report, includ- 
ing the balance sheet of assets and liabili- 
ties; the summary of income and disburse- 
ments; and the list of securities held by 
the Company for the benefit of its policy 
owners and beneficiaries. 


$647,863,000 
363,713,000 


- $1,011,576,000 
876,281,000 
$135,295,000 








Excess for the Benefit of Policy Owners and Beneficiaries . 
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THOMAS A. BUCKNER 51 Madison Avenue, New York, N. Y. ALFRED L. AIKEN 


Chairman of the Board President 


5th Annual Statement 


A BRIEF DIGEST...DECEMBER 31, 1939 











Paid to Policyholders and Beneficiaries in 1939................................ ss $210,625,618 : 
Increase of $9,130,681 over 1938 
Total of such payments during the past ten years exceeded $2,180,000,000 
os 5 554 os Gin x bv aes dees Rake ae eee oe Renee $6,830,834,796 
Increase of $37,008,487 over Dec. 31, 1938 
ae ss nc gl ge Sie & Sr-W ae him Ad Whore Be DRG ee $427,756,600 
Increase of $4,939,100 over 1938 
Surplus Funds reserved for General Contingencies, Dec. 31, 1939................ $125,639 ,022 ; 
Increase of $1,083,811 over Dec. 31, 1938 i 
Voluntary Investment Reserve, Dec. 31, 1939............. 0... ccc ccc eee ees 50,000,000 | 
Increase of $5,000,000 over Dec. 31, 1938 
ee IE Dt TI vend 5 Sim 6k Sa A a ees ocho h eee $175,639 ,022 
Dividends payable to Policyholders in 1940......................0.0 0... cece eee $39,216,872 


The market value of all bonds on December 31, 1939 was 
$55,000,000 in excess of the value at which they are shown in the assets below. 


ASSETS LIABILITIES 








Cash on Hand, or in Bank.. $67,927,082.39 Insurance and Annuity Reserves... . .$2,245,682,435.00 
a2 States Government, direct, or "fully guaranteed ‘ —— Value of Amounts not yet due on 1 Supplementary 
oS Se see ..  701,727,225.08 OS IIPS tet SR eh OO ti Meri eo ap ee ne ....  147,366,448.04 
State, County and Municipal Bonds... .. 243,755,266.62 Dividends Left with the Company........... vateseseecess  M£08{930,277.31 
Canadian Bonds. . 81,887,383.00 Other Policy Liabiliti 15.898.719.23 
Railroad, Public Utility, Industrial ‘and other Bonds . 615,596,078.35 a ae ‘ Af i ler ar ae eee 898,719. 
Siediewand and Guaranteed Stocks.. 86,064,795.00 Premiums, Interest and Sionte Peopeid. . EAC ahatele tare 11,091,117.08 H 
Real Estate ee (Including Home Office) 123,135,251.65 WISCOLIANIOGUS LAADTCIOS... ...... 5 oe oe ce ee he ec eeun ss 3,505,635.85 
First Mortgage Loans on Real Estate (including $488, 108.11 Estimated T 
foreclosed liens subject to redemption). . . 450,586,021.57 Di eer seri tc Pc li — sla "1940. ie a Parka 
Policy Leans..... |. 329,117,047.42 ividends payable to Policyholders in cece anes »216,872. 
Interest ‘and Rents due and accrued. Peas 29,323,995.01 Voluntary Investment Reserve....... oss Caseiont 50,000,000.00 
nod ——o of Uncollected and Deferred Premiums... .... aa one Surplus Funds reserved for Counel Continaeion. ........  125,639,022.00 
ther Assets. eee eke ee ea Leste titotateg tos tetath ieee ba \. ; 
TOTAL...... ee WOMB... oon cos ese tcdiiesetcic stn nn nnn 


Securities valued at $41,067,951.95 in the above statement are deposited with Governments, States and Trustees 
as required by law. Canadian currency Assets and Liabilities carried at par of exchange. 


a 


A more complete report containing a list of securities 
owned by the Company will gladly be sent upon request. 


BOARD OF DIRECTORS 


ALFRED L. AIKEN THOMAS . SUCKNER page oc HILLES EDWARD L. RYERSON, Jr. : 
resident airman of the Boar lew York State Resident Manager, Vice-Ch Inl. i 
JAMES ROWLAND ANGELL NICHOLAS MURRAY BUTLER Employers’ Liability Assurance Corporation a 
Sisters ne sce 4 President, Columbia University HALE HOLDEN Joseph T. Ryerson & Son, Inc. t 
onal Broadcasting Company CHARLES A. CANNON Chairman, Southern Pacific Comp 4 
NATHANIEL F. AYER President, Cannon Mills Company Retired eiliatatia — 9 
Treasurer, Cabot Manufacturing Company GEORGE B. CORTELYOU HERBERT HOOVER Senees Apmis 
ARTHUR A. BALLANTINE —— Secretar Sa ‘ Former President of the United States ALFRED E. SMITH 
Lawyer aes oe See PERCY H. JOHNSTON President. 
CORNELIUS N. BLISS eS Chairman of the Board, - Empire State, Inc. 
etired Ral Posie ees % emical Ban rust Company 
HENRY BRUERE ROBERT E. DOWLING WILLARD V. KING . ae sn cena 
President, Bowery Savings Bank President, City Investing Company Retired Banker JH. Winchester & eo. ine, 
MORTIMER N. BUCKNER JAMES G. HARBORD GERRISH H. MILLIKEN 
Chairman of the Board, Chairman of the Board, President, PERCY S. STRAUS 
The New York Trust Company Radio Corporation of America Deering, Milliken & Company President, R. H. Macy & Co., Inc. 
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Companies’ Reports 
Show Real Effort 
fo Humanize Them 


Comment by Oregon 
Mutual and Protective Life 
Brings Out Salient Points 


More and more as reports of life in- 


companies are presented, in- 
than they 


there is a growing in- 


surance 
tended to be 
have in the past, 
terest in 
exhibits and observations in a way 


more human 
financial 
that 
will have an appeal to those perusing 
them and will be understandable. The 
Oregon Mutual Life of Portland, Ore., 
and the Protective Life of Birmingham, 
representing the middle sized company 
groups, have gotten out reports that de- 


serve particular mention. Both booklets 
are well illustrated. 


getting up these 


Oregon Mutual’s Booklet 


The Oregon Mutual has a page pic- 
ture of an owl with a quotation from 
Will Rogers, who said, “I am putting 
all my money into insurance as that’s 
the one thing I know is safe. When I 
buy an insurance policy, not only do I 
know where I am at but if I die my 
family knows where they are at.” An- 
other page illustration is a man walking 
with the sole of his shoe in the fore- 
ground, the caption being “Building an 
estate the life insurance way is like put- 
ting one foot in front of the other—you 
are almost sure to get where you want 
to go.” 

The Oregon Mutual stresses the fact 
that everybody is benefited by insurance 
savings because the funds are invested 
in the development of agriculture, build- 
ing of homes, construction of roads and 
bridges, erection of business buildings, 
operation of railroads and public utili- 
ties, and all various channels of trade 
and industry, thus providing employ- 
ment for many people. Life insurance 
dollars have been loaned to cities, school 
districts, counties, state and the national 
government. Thus, the Oregon Mutual 
Says, it will be seen that the public at 
large has a very real and substantial 
stake in operation. 


Work of the Agent 


Attention is invited to the work of 
the agent showing that he is increas- 
ingly a valuable servant. The company 
makes the statement that it is expanding 
end improving its agency service to 
trained and capable men. There are il- 
lustrations showing the growth of insur- 
ance in force, assets, death by causes, 
percentages of various’ kinds of assets 
in ‘the portfolio, payments to benefici- 
aries and policyholders. In the more 
detailed annual statement each item is 
carefully explained as to its meaning. 

The net interest earned by the Ore- 
gon Mutual last year was 4.09 percent. 
The bond holdings are 62.3 percent of its 

(CONTINUED ON LAST PAGE) 


Diamond Anniversary Day 


Provident Mutual Life Observes Important Event 
with Appropriate Ceremonies from Head Office 





Special advertising and a nation-wide 
telephone hook-up to all Provident Mu- 
tual agencies from coast to coast were 
this w eek featured in observances of the 
75th anniversary of its founding. 

Although the actual date of organiza- 
tion was March 22, 1865, the company 
staged the bigger part of its anniversary 








M. ALBERT LINTON 


celebration on the previous day, March 
21, to avoid conflict with the religious 
observance of Good Friday. 

Outstanding features of the day were 
a telephone broadcast to all agencies 
and an open house for policyholders. 
Those who participated in the broadcast 
were Henry Hooper of Baltimore, presi- 
dent of the General Agents’ Association; 
Theodore Widing of Philadelphia, who 
led all representatives in production for 
the last two years, and President M. A. 
Linton, who delivered the principal ad- 
dress. Mr. Linton sketched the develop- 
ment of the Provident Mutual and re- 
ferred to its service to policyholders and 
beneficiaries during three-quarters of a 
century. 


Tour in Office Building 


The home office staff and Philadel- 
phia agents served as hosts to policy- 
holders of the area during the afternoon 
of the 21st. Tours of the building were 
conducted in order to show policyhold- 
ers the actual operations of a large life 
company at work. All departments were 
thrown open to visitors and _ refresh- 
ments were served. 

Advertisements stressing the accom- 
plishment of the last 75 years in terms 
of human values were run on March 
22 in leading newspapers throughout the 
country. The same message appears 
elsewhere in the advertising columns of 
this magazine. 

Prior to the anniversary observances, 
a new case-bound book “75 Years of 
Provident Protection,” by C. S. Davis, 
was published for distribution to policy- 
holders and prospects of the agency 


force. Pictures of historic interest il- 
lustrate the 48-page book. 

Special direct mail campaigns were 
also set in motion. Among the new 
pieces available to Provident agents are 
a pre- -approach letter based on the 75- 
year history; a reprint of the newspaper 
advertisement in letter form with a 
message appearing over the signature of 
the agent: and a special anniversary 
number of ‘Futures,’ the company’s 
magazine for policyholders and _ pros- 
pects, graphically portraying the part 
played by policy owners, beneficiaries, 
agents, and members of the home office 
staff in the growth of the Provident 
through its 75 years. 

A special issue of “Provident Notes,” 
the house organ, was also mailed prior 
to the birthday observance. It contained 
articles not only on the important per- 
sonalities of the past, but on the or- 
ganization of the various home office de- 
partments which cooperate with the field 
force in effectuating the service of life 
insurance. 

The day of the anniversary also 
brought to an end a month’s special ef- 
fort for new business. Agents who 
wrote four or more lives, or who wrote 
over $15,000 of business, were awarded 
handsome leather portfolios containing 
some of the prints which have been fea- 
tured on recent Provident Mutual cal- 
endars. 

The company was founded in 1865 by 
a group of members of the Society of 
Friends. Their original purpose was to 
furnish life insurance and trust service 
to members of that society and others 
of like careful habits. The first policy 
was written July 31, 1865, for $3,000. 
By the end of the year there were 70 
policies in force for a total of $324,000 
of life insurance. 

In the intervening years the company 
has been housed in six home office 
buildings, including its beautiful present 
structure at 46th and Market streets, 
one of the landmarks of Philadelphia. 
In 1922 the life and trust branches of 
the business were separated and the life 
branch was designated as Provident 
Mutual Life. Today the company has 
$980,000,000 of insurance in force, $363,- 
000,000 of assets, and $19,000,000 of con- 
tingency reserves. Last year payments 
to policyholders were $27,000,000. Pres- 
ent policyholders number almost 200,000. 


U. S. Chamber Meeting 
WASHINGTON, D. C.—The United 


Chamber of Commerce has announced 
its program for its annual meeting. The 
national councillors will meet all day, 
April 29. In the evening there will be 
an international chamber dinner. On 
April 30 there will be a general session 
in the morning and general luncheon 
forum will follow the noon meal. There 
will be a general session the morning of 
May 1, and in the afternoon will come 
the round table conferences, one being 
the insurance division. State and re- 
gional dinners will be held that evening. 
There will be a general session again, 
May 2, and a general luncheon forum 
at noon. The annual dinner will occur 
in the evening. 


Counsellor Haled 
fo Court, Accused 
of Practicing Law 


N. Y. District Attorney 
Initiates Test Case Aiter 
Adviser's Client Complains 


NEW YORK—For the 


enforcement 


first time law 
taken a 
hand in the life insurance fee counsellor 
District Attorney C. P. 
Sullivan of Queens county, New York 
City, brought into court Max Kalson, 
42, an employe of the Queens Policy 
Holders Advisory Bureau of Jamaica, 
on a charge of practicing law without a 
license. Basis of the 
Kalson had given advice on a life insur- 
ance policy and had charged a fee for 


authorities have 


situation here. 


charge was that 


the service. It is understood to be a 
test case. 
Mr. Sullivan held that an insurance 


policy is a contract between the insur- 
ance company and the insured and that 
only qualified lawyers may give advice 
on contracts. The complainant was 
Walter Gramer of Hollis, Queens, who 
said he had paid Kalson $20 for a con- 
sultation in which Kalson told him he 
was paying too much for a life insur- 
ance policy he held. It was stated that 
Kalson advised Mr. Gramer to drop the 


policy and take out another with a dif- 
terent company. 
Hearing Set for This Week 

Kalson was paroled and a_ hearing 
scheduled for this week. 

This is not the first time that the 


question of unlicensed practice of law 
has come up in connection with life in- 


surance fee counsellors. At the hearing 
held in New York City last fall on the 
whole counsellor situation before the 


Piper committee of the New York legis- 
lature, former state Senator Joseph, 
chairman of the New York County Law- 
yers Association’s state legislation com- 
mittee, warned that his organization 
would take vigorous steps to prevent the 
use of the word “counsellor” or any 
other designation which might mislead 
the public into believing that in dealing 
with fee counsellors they were dealing 
with lawyers. However, he did not touch 
on the question whether the advice given 
by counsellors actually constituted prac- 
tice of law. 


Counsellors Still a Problem 

While the activities of counsellors in 
the New York City area have greatly 
diminished, they still constitute a prob- 
lem. The action of the Queens district 


attorney may open the way to effective ' 


control. Thus far no statute could be 
invoked against them, as the insurance 
law does not cover counsellors’ activi- 
ties. Licensing, advocated bv some of 
the more firmly established counsellor 
concerns, has been considered but re- 










' 


jected by the insurance department and ' 


(CONTINUED ON LAST PAGE) 
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Study Shows Life Companies 
Have 77% of Pension Plans 


NEW YORK—Of 220 pension plans 
covered by a recent study of the Na- 
tional Industrial Conference Board, 169 
or 77 percent are underwritten by life 
companies on a group annuity basis 
with joint contributions by employer 
and employe, M. M. Goldstein, general 
agent Connecticut Mutual Life, New 
York City, told the New York City 
C.L.U. chapter. Mr. Goldstein pointed 
out that the report terms this shift 
away from the non-funded, non-contrib- 
utory, employer-administered plans “the 
most significant trend revealed in the 
present study.’ 

Since the corporations covered in the 
report are mainly very large ones, the 
percentage of plans underwritten by in- 
surance companies would be consider- 
ably higher if information were avail- 
able on ‘all pension setups, since it would 
be primarily the largest corporations 
which would attempt to set up their 
own independent plans. 


Few Employer-Administered 


The report also revealed, Mr. Gold- 
stein said, that of 141 pension plans 
that have been adopted or revised since 
the social security act went into effect, 
only 18 are administered by the employ- 
ing company. He said that each pros- 
pect for a pension plan should be con- 


sidered in the light of its particular 
circumstances and that in some cases 
group annuities might be _ indicated, 


others might call for individual insur- 
ance policies, while in some circum- 
stances both group and individual poli- 
cies should be recommended. 

Mr. Goldstein warned against an un- 
thinking assumption that pension plans 
would prove cheaper merely because 
written on a group annuity basis in- 
stead of individual retirement annuity 
policies. Furthermore, the rates of a 
group annuity contract, he pointed out, 
are guaranteed for five years only, while 
an individual contract is guaranteed 
during the life of the policy. 

Mr. Goldstein said that it is not pos- 
sible to get group annuities and indi- 
vidual contracts on a basis where they 
can be exactly compared but when a 
comparison is being made the different 
features of the two types of contracts 
should be borne in mind. Some fea- 
tures favor the group annuity plan, 
while others favor the individual oye 
plan. The important point, he said, 
to determine the objectives of the em- 
ployer as to provisions for retirement, 
death, disability, unemployment and 
emergencies and then prepare a “tailor- 
tnade” plan to fit these objectives that 
is consistent with the pocketbooks of 
the employer and the employes. 


E. H. Earley, Northwestern Mutual, 


Brooklyn, said that life agents can well , 


afford to spend 10 to 15 percent of their 
incomes on advertising. He pointed out 
that merchandisers of such simple arti- 
cles as soap, bread, and cigarettes put 
out 10 percent or more of their income 
in advertising while insurance compa- 
nies spend only from one-half of 1 per- 
cent to 1% percent. 


Daily Records Vital 


Stressing the importance of daily rec- 
ords Mr. Earley said that 1939 was his 
worst year. He wrote less than $500,000 
compared with $1,600,000 in 1938. 
However, because he made 2,768 calls in 
1939 as against 1,813 the year previous; 
spent 3.8 hours a day soliciting as 
against 3.4; and made 14.0 calls per day 
as against 10.4, he said he got enough 
kick out of the improved ratios to offset 
the loss in volume. 

In the last four years, Mr. Earley said, 
he paid for 308 lives in the Northwest- 
ern for $3,498,575, an average of 77 lives 
ind $874,643 a year or an average annual 
‘eturn of $10,931 on the basis of $12.50 
a thousand in first vear commissions. 


as 


He said that he averaged 2,191 calls per 


3¢l, or 


vear, of which one in five, were 





interviews; 144, or one in 15, were new 
contacts, while the dollar value of each 
call was $4.99. In the four-year period 
he averaged 9.6 calls and 1.9 interviews 
per day, this total of 11.5 being possible 
because of eliminating wasteful long 
jumps between calls during the 3.6 hours 
a day he spends soliciting. He spends 
7.2 hours a day in the office. 

Mr. Earley said that he found the best 
approach to selling retirement insurance 
is to ask the prospect how his father 
would like to have an income of $100 
a month. This approach is much more 
likely to impress the prospect realistic- 
ally than any talk about his own distant 
own age. Mr. Earley also exploded the 
theory that people’s wants are simpler 
in old age. He pointed out that with 
more leisure, there are more parties, 
theater tickets, trips to Florida and other 
ways of using up money. However, they 
do not want piles of uncertain money 
but enough that is regular and sure. 
Another argument for annuities, Mr. 
Earley said, is that sometimes an older 
man will lose his good judgment, go in 
for oil wells, Florida real estate, or 
marry a smart woman half his age who 
gets his money. An annuity can’t be 
lost, thrown away, burnt up or swiped 
by a slick spouse, he observed 

A good prospect for a retirement an- 


nuity is a man whose friends work for 
a big corporation which has a regular 
pension plan. He can be shown where 
his friends will be getting a good retire- 
ment pension whereas he will get noth- 
ing unless he provides it for himself. 

. U. Redpath, Jr., Northwestern 
Mutual, New York City, stressed the 
value of charting the prospect’s assets 
and showing him which of them can be 
covered by life insurance. He said that 
the completeness of the picture moti- 
vates the prospect to act whereas other- 
wise there is always lurking in the back 
of his mind a question w hether in buy- 
ing a suggested coverage he is not neg- 
lecting something equally important. 
The agent, by laying the entire picture 
in front of the prospect, can show him 
just what risks can be covered by life 
insurance and which he must assume 
for himself. 

Lester Rosen, Union Central, de- 
scribed an amusing incident in which he 
pulled a case out of the fire when the 
prospect kept stalling after the policy 
had been issued. The case had been 
issued standard, but only by the slim- 
mest margin and the prospect knew it. 

As the final day of the time limit ap- 
proached, Mr. Rosen saw that the pros- 
pect was determined to slip from under. 
He then told the prospect that he was 
so positive the company had taken on 
an unfavorable risk that if Mr. Prospect 
would make him the beneficiary he, the 
agent, would pay the premiums and 
consider it a good investment. The bluff 
worked and the prospect gave Mr. Rosen 
his check. 





Other Lines Faced Lighter 
Task in “Telling Own Story” 


By R. B. MITCHELL 


WASHINGTON — Examination of 
the oil, steel and milk industries’ cases, 
which Chairman O’Mahoney announced 
would be the models for the life insur- 
ance business if it wants to “tell its 
own story in its own way” to the 
TNEC, shows that the situation con- 
fronting the life companies is so en- 
tirely dissimilar from that which face the 
oil, steel, and milk industries that the 
life insurance business would be start- 
ing under a severe handicap as compared 
with any of the industries that presented 
their own cases. 

The biggest contrast is with the oil 
and steel industries. The oil case was 
unique among all the TNEC hearings 


in that the companies put on their show 
without there having been any previous 
presentation by the “prosecution.” Ma- 
terial was worked up by the American 
Petroleum Institute, made up of the 
major oil companies, although an oil ex- 
pert whom the TNEC retained did pre- 
sent conclusions of his own and there 
were some witnesses from the small in- 
dependent companies who complained 
that they were being squeezed by the 
big companies’ competitive practices. 
In the steel case, the government 
made its own Presentation but all the 
steel companies’ material was worked up 
in advance, ahead of the first hearings. 
Consequently, it was an elaborate and 





New John Hancock Advertising Head 





JAMES A PEIRCE 


Now at the Helm 








PUTNAM 
Retiring 


HENRY H. 


Maintains Nearly Two Apps 
a Week for 776 Weeks 








GEORGE 


A. CULVER 


Consecutive weekly production with- 
out a miss for 15 years, with an average 
case of nearly $5,000, is the remarkable 
record of personal achievement hung up 
by George A. Culver, who represents 
a England Mutual in Wilmington, 

el. 

In March, 1925, he joined the Phila- 
delphia agency, and ever since for 776 
consecutive weeks, he has written at 
least one application each week, with an 
average that comes much closer to two 
apps a week. This was accomplished in 
spite of vacations and occasional illness. 

Since establishment of the various 
honor rolls of leading producers, Mr. 
Culver has frequently appeared among 
the leaders in every class. Never once 
has he failed to qualify for at least one 
honor list, usually ranking high on four 
of them at the same time. His first pre- 
miums have never fallen below $500 for 
86 consecutive months—over seven years. 











exhaustive exposition of the steel indus- 
try that was not at all in the nature 
of rebuttal. 

The only industry that put on its own 
witnesses in an effort to clear up unfair 
implications and statements which it 
believed had been made by the govern- 
mental agency presenting the material 
was the milk industry. Even there, 
however, the milk industry hearings 
took only three days in all for the fed- 
eral trade commission’s presentation, 
and part of that time was taken up 
with the poultry industry. 

The TNEC, it is true, allowed the 
four witnesses from the milk industry to 
be heard at considerable length but also 
permitted the federal trade commission 
to file a lengthy brief in rebuttal to the 
four witnesses’ presentation. Thus, the 
government had the last word, although 
it is possible that additional supplemen- 
tary data would have been accepted by 
the TNEC had the industry requested it. 


Important Difference Noted 


An important difference between the 
situations of the milk industry and the 
life insurance business is that the fed- 
eral trade commission was handling the 
milk case whereas the Securities & Ex- 
change Commission is handling life in- 
surance. The FTC is_ considerably 
more conservative in its outlook than 
the SEC has shown itself. The Federal 
Trade Commission is staffed largely 
with civil service appointees who are 
more concerned with doing their jobs 
right and committing no blunders 
which might imperil their civil service 


standings. The SEC, on the other 
hand, is a newer arm of the govern- 
ment, is strictly a New Deal agency 


and has a far larger percentage of bril- 
liant young men who are more inter- 
(CONTINUED ON LAST PAGE) 
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Acacia Mutual Head 


Gives Views on the 
INEC Hearings 


Declares That Well 
Managed Companies Have 
Nothing to Fear 

William Montgomery of 
the Acacia Mutual Life, opened the 


1940 managers’ meeting of that com- 
pany with an address that centered on 


President 














WILLIAM MONTGOMERY 


the TNEC investigation. He said: “Be- 
cause of the publicity attendant upon 
the investigation of life insurance by the 
Temporary National Economic Com- 
mittee, the importance it has assumed, 
and the interest of the public in it, we 
can readily understand the concern 


manifested in the life insurance world 
regarding it, especially in view of the 
press reports as to the ultimate purpose 
of the investigation and the aims and 
objectives of the committee. I feel that 
it might be helpful to discuss it so that 
you may know our position in regard 
to it. Somehow I cannot share in the 
concern manifested. First of all, we 
can rejoice and policyholders can rejoice 
in the statements made by Senator 
O’Mahoney, chairman of the committee, 
giving assurance that there is no ques- 
tion in the minds of the committee as 
to the soundness of the life companies 
and their ability to meet their obliga- 
tions.” 


Compared with Armstrong Probe 


President Montgomery went on to 
compare the present TNEC investiga- 
tion to the Armstrong Investigation of 
1905. He said: “I remember the Arm- 
strong investigation in New York in 
1905 and I remember the discussion 
there was in the public press in regard 
to it. Life companies generally were 
opposed to it then as now and about the 
same statements were made regarding 
the harm it would do the business and 
the lack of confidence it would create, 
etc., yet that investigation is primarily 
responsible for the progress and devel- 
opment of life insurance since that time 
because the laws enacted in various 
States as a result of it made possible the 
Organization and growth of practically 
all of the companies that have since 
been chartered.” 

He struck an entirely new note when 
he made the following statement regard- 
(CONTINUED ON PAGE 11) 


R. f. Gover: Backs 
Bank Insurance Bill 


A new bill enabling savings banks to 
write life insurance policies up to $1,000 
each, which is backed by Governor 
Vanderbilt, has been introduced in the 
Rhode Island house. Another bill is 
pending in the house. The new bill 
would place the administration in the 
treasury department rather than in the 
department of business regulation. It 
would create a division of savings bank 
life insurance and the banks would be 
subject to the same regulation as are 
the regular companies, including the 
same basis of taxation. 


Creates Five Trustees 


The Vanderbilt bill creates a board of 
five trustees, one being the general 
treasurer and four to be appointed by 
the governor. There would be a state 


actuary and state medical examiner. 
The board would pass upon which sav- 
ings banks may establish insurance 


departments and what banks 
established as agency banks. 

The bill provides that savings banks 
assume 25 percent of the administration 
cost the first year, 50 percent the second 
year, 75 percent the third and 100 per- 
cent thereafter. 

The bill provides that the assets of 
any bank shall not be pledged against 
the insurance policies and that the assets 
of the insurance division be kept in a 
separate account. Only residents of 
Rhode Island or those permanently em- 
ployed in the state would be eligible to 
buy insurance from the banks. The 
limit would be $1,000 in each bank per 
individual. At present there are nine 
mutual savings banks in Rhode Island 
that could qualify. 

The guaranty fund to be put up by 
the individal banks would be $10,000 and 
the expense guaranty fund $1,000. 

A bill has been introduced in Rhode 
Island requiring an automatic premium 


may be 


Life Beeculives 
Hold Conference 


Discuss Advisability of 
Presenting Clearer Story 
to the TNEC 


NEW YORK—Executives represent- 
ing companies interested in presenting 
the life insurance story to the TNEC 
met here this week. While negotiations 
with Senator O’Mahoney, TNEC chair- 
man, are still going on, it was said that 
they had not reached a stage where any 
information could be given out. 

The Securities & Exchange Commis- 
sion would release “10 worst” letters it 
received as a result of the questionnaire 
sent out to 10,000 life agents throughout 
the country, according to one of the 
news ticker services. At the conclusion 
of the latest series of hearings, SEC 
Commissioner Henderson, in charge of 
the insurance study, said the SEC 
planned to offer about 40 or 50 repre- 
sentative letters for the record. 

Another report from Washington is 
that the SEC will shortly release the 
results of its canvass of four city blocks 
in Boston, which was made with the 
WPA’s aid to determine at first hand 
conditions regarding industrial insur- 

(CONTINUED ON PAGE 21) 








loan provision in all life policies. The 
clause would require that premiums 
coming due after the end of the second 
year would, if not paid, be charged as a 
loan against the policy bearing simple 
interest at 6 percent annually. 

Representative Romano has filed a bill 
providing that unclaimed funds held by 
insurers for Rhode Island policyholders 
would have to be turned over to the 
state. 








courses, 


insurance. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





INSURANCE INSTRUCTION 


The American College of Life Underwriters has com- 
pleted a survey of insurance instruction in the colleges and 
universities of this country, from which report one learns the 
great extent to which it has been developed. Last year, 235 
colleges and universities offered a total of 584 courses. 

Of these courses 22 percent had been started prior to 
the year 1926, and the remainder in later years :— 


1926-1930, 15.8 percent. 

1931-1935, 13.9 percent. 

1935-1939, 23.8 percent. 

Not stated, 24.5 percent. 
Approximately one-third (194 out of 584) of the courses, 
and about 30 percent of the students (5,469 out of more than 
18,000) were in the group devoted to life insurance or related 


A significant disclosure is the relatively more 
growth of those special insurance courses which are in life 
insurance and related fields, for which credit should go to the 
influence of the C. L. U. movement. 

It is interesting to learn that the growth will continue 
during the next few years, judging from the fact that 32 new 
courses are being planned, of which 15 are intended for life 
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Varied Fare Is 
Provided af 
Chicago Congress 


Zimmerman Gives Inside 
Slants on TNEC Quiz— 
Attendance Exceeds 1,000 


The program at the annual sales con- 
gress of the Chicago Association of Life 
Underwriters at the Hotel LaSalle 
abundantly satisfied the more than 1,000 
who attended the morning and after- 
noon sessions. It was a most demon- 
strative and appreciative audience. From 
the showing of the “American Portrait,” 
which was the opening feature, until the 
reverently pronounced benediction by 
the final speaker, E. H. Wilkes, agency 
vice-president of Metropolitan Life, fol- 
lowing a stirring and dramatic speech 
by him on Americanism, the attention of 
the crowd never flickered and it voiced 





L. Mortimer Buckley, Provident Mutual, 
president Chicago association, opens the 
sales congress with a message of greetings. 


its enthusiasm 
fashion. 

The presence of a good share of the 
Chicago organization of Metropolitan 
Life undoubtedly accentuated the en- 
thusiasm. These men are accustomed 
to demonstrative meetings and their 
spirit of vociferous approbation per- 
meated the entire audience. 

The program was varied as to sub- 
ject matter and type of speaker and ran 
to schedule, indeed, a little ahead of 
schedule, which is always to the good 
in any meeting. 

(CONTINUED ON PAGE 21) 


frequently in lusty 





E. H. Wilkes, vice-president of Metro- 
politan Life, presents striking platform 
figure. 





+ 





AR AEIOMAL, UNDERWRITER 








L. ©. MA. ‘Spring ‘Conference 


Program Is Announced 


The annual conference of the Life 
Office Management Association will be 
held at the Hotel Fort Des Moines, Des 


Moines, Ia., Sept. 25-27. The 1940 spe- 
cial spring conference will be held at 


the Hotel New Yorker, New York City, 
May 2-3. G. A. Hardwick, vice-presi- 
dent and comptroller Penn Mutual Life, 
is general chairman of the spring confer- 
ence. The theme is “Recent Contribu- 
tions to Personnel Administration.” The 
program is as follows: 

Morning Session, May 2 


Opening remarks by Association Presi- 


dent W. P. Barber, Jr., secretary Con- 
necticut Mutual Life. 
“Essentials of a Life Office Personnel 


Program,” G. A. Hardwick, vice-presi- 


dent Penn Mutual Life. 

“Selecting Home Office Clerical Per- 
sonnel,” G. D. Wood, assistant secretary 
Provident Mutual Life. 


Discussion: Clerical Test Aspects of 


Selection, Bert Sappenfield, L.O.M.A. staff. 
“Selecting and Training College Men 
and Women for Home and Field Office 


Positions,” L. W. Ward, personnel de- 
partment Aetna Life. 

Discussion: College-Aid Plan of Em- 
ployment, D. N. Warters, associate ac- 
tuary Bankers Life of Iowa. 


Afternoon Session, May 2 


“Health of Office Workers,” 
to be selected. 


speaker to 


Companies Can't Be 
Taxed on Mortgages 
on Georgia Land 


ATLANTA — Out-of-state life com- 
panies holding mortgages on Georgia 
real estate are not subject to tax on 
those mortgages, the Georgia supreme 
court has ruled, reversing: the Fulton 
county board of tax assessors and the 
lower court. The case is important be- 
cause the taxing authorities, by entering 
threatened assessments against life com- 
panies’ Georgia properties acquired by 
ioreclosure, could becloud the titles to 
this property. 

Companies contesting the Fulton 
county board’s action were the Guardian 
Life. of New York and the Columbus 
Mutual. The Guardian writes life insur- 
ance in Georgia but the Columbus Mu- 
tual is not licensed here. 


Outcome Is Assured 


While technically the Georgia supreme 
court’s decision does not finally decide 
the case, but merely sends it back to the 
lower court for retrial, the principles 
laid down by the higher tribunal leave 
nothing for the lower court to decide 


except whether the securities in question’ 


were actually kept outside the state by 
companies domiciled outside the state, 
which the tax board did not deny. 

The supreme court also denied that 
the arbitrators functioning under the 
procedure set up by statute for such 
cases had power to determine the taxa- 
bility of property but held that their 
only role was to determine the proper 
assessments. 

\ similar attempt was made to tax 
mortgages held by out-of-state compa- 
nies some time ago in Alabama but 
while the companies won their point the 
ruling was based on an interpretation 
of the law, so that the final outcome was 
not so clear-cut as the Georgia case. 


Conform with Federal Act 


The Virginia and Kentucky legisla- 
tures have passed state unemployment 
compensation laws exempting insurance 
agents so as to conform with the fed- 
eral act, according to advices received 
Estes of the laws 
Industrial Insurers 


by Chairman P. M. 
committee of the 
Conference. 





Plan for Home Office 
Workers, H. L. Rhoades, assistant to per- 
sonnel officer Metropolitan Life. 

“Personnel Considerations in 
Planning,” representative of the 
tial. 


“A Promotional 


Office 
Pruden- 


Morning Session, May 3 


Management,” Charles E. 
actuary Penn Mutual 


“Measuring 
Rickards, assistant 
Life. 

“Management’s and the Employe’s Op- 
portunity in Building and Maintaining 
Public Approval,’ Holgar J. Johnson, 
president Institute of Life Insurance. 

“Public Relations Aspect of the E'm- 


ploye House Organ,” Robert Newcomb, 
executive secretary, House Magazine In- 
stitute. 


“Job Training Manuals of Instruction— 
Introducing New Employes to the Job,” 
Cc. A. Burns, staff instructor Canada Life. 
Afternoon Session, May 3 


a Life Company 
speaker to 


“The Functioning of 
Salary Administration Plan,” 
be selected. 

Discussion: Miss L. M. Newman, per- 
sonnel manager Northwestern Mutual. 

“A Salary Committee in Action—Before 
and After” (salary standardization) 
Robert D. Gray, special research assist- 
ant L.O.M.A., presiding. 

(Committee panel to be announced.) 

Preview of “American Portrait,” mo- 
tion picture prepared and released by the 
Institute of Life Insurance. 


lendentebiks in 
Feb. Reverses Long 
Downward Trend 


The Life Presidents’ report of insur- 
ance production for February, which 
reveals a decline for al! types of insur- 
ance of 1.6 percent from the same month 
the year previous, discloses that indus- 
trial insurance, however, made an in- 
crease of 14 percent. This is an inter- 
esting development, because month 
after month for the past two years in- 
dustrial has been losing ground even 
during those months when ordinary and 
group were well ahead. The decline 
in industrial is commonly attributed to 
the restrictions in New York state on 
juvenile endowments and to the fact 
that so much emphasis is being given 
by industrial companies and agents to 
the monthly premium ordinary and to 
ordinary business in general. The rec- 
ord in February may indicate that in- 
dustrial has at last found its new level 
and that the period of shrinkage has 
come to an end. 

The February production for all 
classes of business was $561,638,000, 
compared with $570,491,000 in February, 
1939. New ordinary amounted to $398,- 
292,000, compared with $420,255,000, de- 
crease 5.2 percent. Industrial production 
was $125,226,000 as compared with 
$109,871,000 and group was $38,120,000, 


as compared with $40,365,000, decrease 
5.6 percent. 
For January and February combined 


total new business amounted to $1,214,- 
794,000, decrease 6.6 percent. The indus- 


trial was $238,337,000, increase 13.9 
percent. Ordinary was $803,830,000, de- 
crease 19.5 percent and group was 
$172,627,000, increase 87.1 percent. 
RESEARCH BUREAU ESTIMATES 
February sales of ordinary life in- 


surance estimated for all companies on 
the basis of the 53 companies reporting 
to the Sales Research Bureau were $506,- 
212,000, a decrease of 5 percent. For 
the year to date the volume was $1,023,- 
834,000 a decrease of 19 percent. Fifty 
one companies showed a gain for Feb- 
ruary. 

For eight cities the monthly and 
year-to-date figures expressed as a per- 
centage of the 1939 figures are: Boston, 
81 percent and 67 percent; Chicago, 96 
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Disthewedeed Seveiee 
Trophy Is Awarded 











MILLARD R. ORR 


The distinguished service trophy of 
Philadelphia Life Underwriters Associa- 


tion has been awarded to M. R. Orr, 
Massachusetts Mutual general agent. 


The cup was presented at a sales con- 
gress luncheon. 

A number of years ago, the association 
established the “President’s Cup” to be 
annually awarded to the member who, 
over a period of years, has made an 
outstanding contribution to the business 
of life insurance, measured in terms of 
unselfish activity. The committee se- 
lecting the recipient each year is com- 
posed of the association president, the 
three immediate past presidents, and the 
oldest living past president who is avail- 
able. 

The cup was previously awarded to 
Dr. S. S. Huebner, internationally known 
economist and president of American 
College of Life Underwriters; L. F 
Paret, Provident Mutual general agent, 
and Irvin Bendiner, counsel Pennsyl- 
vania State Association of Life Under- 
writers. 

Mr. Orr was active in the effort to 
have Philadelphia selected as the host 
city for the 1940 convention of the Na- 
tional Association of Life Underwriters. 
A graduate of the University of Penn- 
sylvania, he joined the Massachusetts 
Mutual in 1922 and was a consistently 
good personal producer until his ap- 
pointment as Philadelphia general agent 
in 1934, 








and 76; Cleveland, 117 and 89; Detroit 
115 and 83; Los Angeles, 75 and 58; 
New York, 110 and 93; Philadelphia, 94 
and 80; St. Louis, 89 and 71. 


Complain That Mortgages 
Are Now Being Sniped 


Some of the companies are complain- 
ing that there is considerable sniping of 
mortgages, especially where they have 
been on the books for a number of 
vears and are paying 6 percent interest, 
for example. The point has been made 
that refinancing of old mortgages on 
the non-amortizing type might well be 
considered. However, objection is made 
where companies have modern amortiz- 
ing types and then someone else makes 
a bid urging that the mortgage be reset. 
The argument is made that the mort- 
gage is now paying 6 percent and anew 
one can be gotten at 5 percent. In a 
number of cases companies say that the 
expenses in refinancing are greater than 
the saving that! may accrue over a 
number of years through the lower in- 
terest rates. Inasmuch as it is difficult 
to secure high class mortgages now 
paying a good return, there is more and 
more of this sniping going on. 





Improvement Seen in 
Quality of Business 
and Persistency 


New York Brokers Must 
Now Take Examination 
in Life Insurance 


NEW YORK — Quality and persist- 


ency of life insurance business from 
general brokers, which already com- 


pares favorably with full time produc- 
tion, should be gradually but definitely 


improved by the new requirement of 
the insurance law that brokers not pre- 
viously licensed as life agents must take 
a written examination, it was agreed at 
a panel discussion of the New York City 
Life’ Supervisors Association. 

Murray April, Continental American, 
pointed out that because of the new law 
the brokerage supervisor must devote an 
important amount of time to educating 
the non-life broker, so he can pass the 
examination, hence only the most prom- 
ising brokers will be selected for train- 
ing. It was suggested that instead of 
spending all this time teaching the 
broker it might be better to have him 
enroll in one of the classes run by the 
New York Life Underwriters Associa- 
tion. Mr. April pointed out that the 
broker must think first of his general 
business and that it would be imprac- 
ticable to get him to take the necessary 
time from his business day to attend a 
course, 


Statistics Show Quality 


Supervisors of three agencies cited 
studies to show that the quality and per- 
sistency of brokerage business from 
general insurance brokers makes it ex- 
tremely valuable. Harold Cronin said 
that the experience of the McNulty 
agency of the Prudential, with which 
he is connected, showed that on a basis 
of $100,000 of business submitted by 
brokers $80,000 was issued and $70,000 


paid for. On a case basis, for each 100 
cases submitted, 85 were issued and 80 
paid for. 


The average size of submitted cases 
was more than $10,000, and of paid cases 
more than $8,000. The lapse ratio for 
the last three years, the period covered 
by the survey, was 6 percent, there being 
a 5 percent first year lapse ratio. It 
appeared, said Mr. Cronin that more 
than 65 percent of the paid volume and 
more than 50 percent in number of cases 
came from 15 per cent of the agency’s 
brokerage contacts, a number of whom 
had been giving their first choice of 
business to the agency for a long time. 


Lower Acquisition Cost 


R. A. Maier, Keffer agency, Aetna 
Life, said that that agency made an 
impartial analysis of business in 1933 
to determine which type of business, full 
time or brokerage, was the most profit- 
able and persistent. It was shown that 
brokerage business was more persistent 
than full time business and produced 
at a smailer acquisition cost. 

Carl Smith said that the Fraser agency 
of the Connecticut Mutual Life, with 
which he is connected, does largely a 
brokerage business and that its mortality 
has always compared favorably with the 
company’s average and that its persist- 
ency is better than the company average. 
He said that the home office is definitely 
interested in promoting brokerage busi- 
ness. He agreed with Mr. Maier that a 
conservation department helps the per- 
sistency where brokers write only one 
or a few cases. 

Members of the panel agreed that cold 
canvass was not a satisfactory method 

(CONTINUED ON LAST PAGE) 
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Rumored Harrison 
May Head N. Y. Life 
Daily Papers Predict That 


He Will Shortly 
Succeed A. L. Aiken 


NEW YORK—Prominently displayed 
stories in the New York “Times” and 
the ‘“Herald-Tribune’ intimate that 
President G. L. Harrison of the Federal 
Reserve Bank of New York will shortly 
succeed A. L. Aiken as president of the 
New York Life. The company, how- 
ever, has declined to confirm or deny 
the report or to make any comment. 

If the report is correct, it would be 
logical to suppose that Mr. Aiken would 
follow the course of his two predecessors 
and become chairman of the board. 
Chairman T. A. Buckner is nearly 75 
years old and will have served the com- 
pany for 60 years on April 1. Mr. Aiken 
has been president since 1936 when Mr. 
Buckner was elected chairman following 
the death of Chairman D. P. Kingsley. 


Mr. Harrison’s Career 


Mr. Harrison has been connected with 
the Federal Reserve system over 25 
years. He was appointed governor of 
the Federal Reserve Bank of New York 
in 1928 and president in 1936. He is a 
graduate of Yale and Harvard. He 
served as legal secretary to the late As- 
sociate Justice O. W. Holmes of the 
U. S. Supreme Court. He was admit- 
ted to the bar in the District of Colum- 
bia in 1914. He became assistant gen- 
eral counsel of the Federal Reserve 
Board in 1914, serving until 1918 when 
he went overseas during the war. 


H. B. Thompson, executive secretary 
Associated Life General Agents & Man- 
agers and secretary-treasurer Michigan 
State Association of Life Underwriters, 
has been appointed a member of the 
insurance committee of the Michigan 
Bar Association of which Ben Klein- 
stiver, Jackson attorney, is chairman. 

Equitable Society agents from De- 








troit, Lansing, Flint and Owosso at- 
tended a dinner meeting in Owosso, 
Mich. 
Conventions 

April 5-6—National Association of 
Life Underwriters, mid-year meeting, 
Atlanta. 

April S-9—Life Advertisers Associa- 


tion, North Central Round Table, Neth- 
erland Plaza Hotel, Cincinnati. 

April 11-12—Life Advertisers Asso- 
ciation, Southern Round Table, annual 
meeting, Jung Hotel, New Orleans. 
April 15-16—Insurance Accounting & 
Statistical Association, annual meeting, 
President Hotel, Kansas City, Mo. 

April 22-27—Accident & Health In- 
surance Week, 

April 29-May 2—U. S. Chamber of 
ee waa annual meeting, Washington, 


May 2-3—Life Office Management As- 
sociation Special Conference, Hotel New 
Yorker, New York. 

May 6-7—Insurance Division, American 
Management Association, Hotel Tray- 
more, Atlantic City. 

May 15-17—Industrial Insurers Con- 
ference, annual meeting, George Wash- 
ington Hotel, Jacksonville, Fla. 

May 16-17—Bureau of Personal Acci- 
dent & Health Und., Claridge Hotel, At- 
lantic City. 

May 7-18—TIllinois 
Life Underwriters, 
Springfield, 111. 

May 23-24—-American Institute of Ac- 
tuaries, Edgewater Beach Hotel, Chi- 
cago, 

May 27-28—Association of Life Insur- 
w Counsel, Homestead, Hot Springs, 


Association of 
annual meeting, 


June 4-5 — Pennsylvania 
Days, Philadelphia. 

June 4-6—Medical Section American 
Life Convention, Broadmoor Hotel, Colo- 
rado Springs, Col. 

June 6-7—Canadian Life 
Officers Association, annual 
Mount Royal Hotel, Montreal. 

June 25-27—National Association of 
Bond Hotel, 


Jnsurance 


Insurance 
meeting, 


Insurance Commissioners, 
Hartford. 


Arrangements Made 
for Ohio Meeting 


TOLEDO, O.—Arrangements are 
practically complete for the third an- 
nual convention of the Ohio Association 
of Life Underwriters May 2-4 at Hotel 
Secor. On May 2, trustees of the as- 
sociation will meet, starting at 10:30, 
with R. W. Hoyer, John Hancock, Co- 


lumbus. president, in the chair. In the 
afternoon there will be a school for 
local association officers. Mr. Hoyer 


will preside at a dinner that evening, 
the featured speaker being C. J. Zim- 
merman, Chicago, president National as- 
sociation. 

A feature of the convention proper 
will be a series of breakfast meetings 
starting at 8 o'clock, May 3. R. P. 
Thierbach, Northwestern Mutual, 
Cleveland, will speak at the C. L. U. 
breakfast, while K. W. Conrey, Penn Mu- 
tual, Grand Rapids, Mich., president of 
the Michigan association, will talk at 
the Quarter Million Round Table. 

Mr. Zimmerman will be the opening 
speaker at the general session. Follow- 
ing Mr. Zimmerman, Isaac Kibrick, 
New York Life, Brockton, Mass., will 
speak. At noon a number of companies 
have arranged luncheon meetings for 
their representatives. 


Maduro Will Give Address 


D. B. Maduro, counsel New York 
City association, will be opening after- 
noon speaker, followed by M. J. Cleary, 
president Northwestern Mutual, at 4. 
Bankers and attorneys have been spe- 
cially invited to hear Mr. Cleary. 

On May 4, Mrs. Sis Hoffman, Union 
Central, Cincinnati, will speak at the 
women underwriters’ breakfast. E. L. 
Jones, secretary-cashier Lackey agency 
Massachusetts Mutual, Detroit, will ad- 
dress the cashiers’ breakfast. General 
agents will hear C. A. Macauley, John 
Hancock, Detroit. 

The opening speaker at the general 
session will be W. F. Szwed, Pruden- 
tial, Detroit. J. P. Meek, Acacia Mu- 
tual, Indianapolis, follows Mr. Szwed. 

Mr. Hoyer will conduct a business 
session, followed by Superintendent 
Lloyd of Ohio. 

Governor Bricker of Ohio will be the 
featured speaker at the annual banquet 


May 38. The Columbus association will 
give a playlet. A golf tournament has 
been planned for the afternoon of 
May 4. 


Names Marcotte and White 


Bankers National Life has appointed 
Robert L. Marcotte as general agent 
and R. E. White as his assistant at 
Bloomfield, N. J. Both were formerly 
with Home Life. Mr. Marcotte has had 
13 years experience in life insurance, 
while Mr. White has had five. Both 
are Fordham University alumni. Mr. 
Marcotte has made a record in life in- 
surance, specializing in setting up indi- 
vidualized programs. Mr. White has 
an equally outstanding record, and like 
Mr. Marcotte has taken an active part 
in civic affairs in Bloomfield. 





Cuba Life’s New Building 


The Cuba Life of Havana, headed by 
C. M. Ortega, is building a new three- 
story home, according to J. C. Bristow, 
general agent at Richmond, Va. for the 
Home Life of New York, a director of 
the Havana company, who has just re- 
turned to Richmond following a trip to 
Havana. This company, organized 
eight years ago, has confined itself to 
writing industrial life. Mr. Ortega, a 
native Cuban, was formerly associated 
with a Richmond local agency. He also 
worked for a time in New York after 
being trained in the Virginia rating bu- 
reau under Manager E. W. Spencer. It 
is understood that the Cuba Life may 
soon expand its operations to write or- 
dinary life as well as industrial. 


General Agency . 
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Costs Analyzed by Morrison 


CINCINNATI—Illuminating facts on 
general agency management costs were 
presented to the Associated Life General 
Agents & Managers of Cincinnati by 
L. S. Morrison, director of research, 
Life Insurance Sales Research Bureau, 
in a talk on “Conservation of Agency 
Profits.” His main thesis was that to 
maintain the type of service which the 
business has been accustomed to, the 
production of the average man must be 
increased. To be profitably operated, 
an agency cannot maintain a lot of 
empty desk space and have a substantial 
portion of its agents marginal producers. 

Mr. Morrison took a sample agency 
which is doing a good job under present 
conditions and which was taken over by 
the general agent Jan. 1, 1940, and car- 
ried through the calculations which 
would enable him to maintain the agency 
on a profitable basis for a period of 15 
years. The assumed production of the 
agency was $2,000,000 annually for that 
period, the new premiums at $32 per 
$1,000 amounting to $64,000. 


Factors of Profit 


A number of factors of profit which 
are characteristic were given by Mr. 
Morrison for the agency. These are the 
contract; production, estimated above; 
persistency; insurance in force; first year 
expense; renewal expense, reversions, 
and personal production. 

Vested overriding commissions for 
policy years 2 to 10 are 1.5 percent and 
for policy years 11 to 15, 3 percent. The 
first year overriding is 5 percent plus 
expense allowance of 10 percent; collec- 
tion fee policy years 2 to 10, 1 percent, 
and subsequently 2 percent. 

Persistency was assumed slightly less 
than Linton’s A rate, the figures being 
the B table plus twice the A table di- 
vided by 3. The range was 1.000 the 
first year to .432 the 15th year. 


Present Production Figures 


The agency paid for $2,000,000 annu- 
ally for 27 years and has $27,000,000 in 
force, with the persistency shown. 
Therefore, present production is about 
8 percent of insurance in force, close to 
the present average for 80 companies. 
Inherited business scales downward 
from $25,000,000 the first year to $12,- 
980,000 the 15th year; new business goes 
up from $2,000,000 the first year to $18,- 
736,000 the 15th year for an aggregate 
of $31,716,000 at the end of that year. 


First year expense is taken at $5 per 
$1,000 or a fixed total of $10,000. Re- 
newal expense was based on a 70 cent 
collection cost, 2.3 percent collection fre- 
quency, $4,000 average policy, and $32 
average premium per $1,000. The ratio 
is 1.25 percent or $1.61 a year on a 
premium of $128. 

It was assumed that renewals were to 
be paid on 90 percent of the business, 
renewals reverting to the general agent 
on 10 percent of the business, equivalent 
to 10 percent of 5 percent or approxi- 
mately .5 percent for 9 years. Personal 
production was calculated at $150,000 
annually, on which the general agent 
receives 40 percent and 5 percent 9 
years, in addition to overriding. 


Income from Inherited Business 


With these assumptions, income from 
inherited business ranges from $2,150 
the first year of new contract to $3,120 
the 15th year. First year income on his 
own business is 5 percent of new prem- 
iums plus an assumed expense allowance 
of 10 percent, giving $9,600 income or 
a first year deficit of $400 annually. Col- 
lection fee income on own _ business 
scales upward from —$140 the second 
year of contract to —$40 the 14th year 
and plus $170 the 15th year. 

“Operating income,” Mr. Morrison 
said,“is defined as gross income from 
first year overriding, expense allowance, 
and collection fees, less all agency ex- 
pense.” It, he said, is the non-vested 
income which, if the general agent had 


left at the end of the previous year, 
would have been paid to his successor. 
It is given the general agent for operat- 
ing the agency, based on a $64,000 new 
premium income in this case. With the 
conditions as previously stated, it ranges 
from $1,750 the first year to $2,890 the 
15th year. If there is a deficit, the gen- 
eral agent must use his vested income 
to meet it. 

The general agent's own income de- 
termines “whether he stays or leaves” 
and ranges from $1,920 up to $15,570 at 
the end of the 15 years. 


Total Income Figures 


The total income, adding the net op- 
erating income, general agent’s own in- 
come is $3,670 the first year and $18,460 
the 15th year, the income per $1,000 in 
force ranging from 14 cents to 58 cents. 
The income per $1,000 in force is very 
useful, Mr. Morrison asserted, “since it 
shows whether he is getting an adequate 
return in relation to the size of the 
agency.” 

As of the 15th year of the contract, the 
general agent will therefore have $2,890 
net operating income, $12,210 vested in- 
come, and $3,360 personal commissions 
for a total net income of $18,460. This 
comes “closest to the ideal operating 
statement we have discovered,” Mr. 
Morrison declared. 

Profit, he said, is usually defined as 
income received plus increase in equity. 
To determine profit, there must be some 
estimate of the equity created when busi- 
ness is sold. The amount of equity to 
be eventually received on one year’s pro- 
duction for the agency under considera- 
tion is $10,290 overriding, $1,920 rever- 
sions, and $1,440 renewals, total $13,650 
or about $6.82 per $1,000. The present 
value at 5 percent discount is $7,180 
overriding, $1,550 reversions, and $1,- 
160 personal renewals, total $9,890 or 
about $4.94 per $1,000. The year to year 
profit is $17,320 the first year and $18,- 
460 the 15th year for a total of $269,220 
in the 15 year period. 

Renewal collection cost is total re- 
newal expense divided by the number 
of renewal collections. Typical unit 
costs range from 61 to 68 cents. 


Aetna Life Guest Book 

A new souvenir “Guest’s Book” for 
visitors who call to inspect the Aetna 
Life home office building on Farming- 
ton avenue, Hartford, has been an- 
nounced by the Aetna Life affiliated 
companies. The booklet is illustrated 
with natural-color photographs repro- 
duced by a special full-color process 
which shows the harmonious color 
scheme predominant throughout the in- 
terior of the building. A striking night 
scene showing the colonial tower illumi- 
nated against an indigo sky provides 
the front cover decoration, while an 
aerial view of the building and grounds 
in their summertime colors adorns the 
back cover. 

The booklet is prefaced with a wel- 
coming message to guests and visitors 
from President M. B. Brainard. In- 
cluded also is a directory of the various 
office departments of the four compa- 
nies listed according to their locations 
on each floor. 


The Connecticut General Life will 
hold its agency convention at the 
Roosevelt Hotel in New Orleans, start- 
ing April 28. 


One of the saddest spectacles to be 
seen in the life insurance business is that 
of some promising new man with a fair 
sales record already started, and with 
every prospect for a great future, sud- 
denly yielding to the spell of actuarial 
science or developing a blind passion for 
some highly technical, little-used branch 
of underwriting which by its very nature 
automatically brings production down to 
the starvation point. 
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Peirce Heads John 
Hancock Publicity 
Department 


BOSTON—James A. 
made advertising manager of the 


Peirce has been 
John 


Hancock Mutual Life to succeed Henry. 


H. Putnam, who is retiring. Mr. Peirce 
has been connected with the advertising 
department since 1925, graduating from 
Brown University, class of 1919, Before 
joining the John Hancock Mutual he 
was engaged in activities in the 
chemical field. 

Mr. Putnam 
teresting career. He 
newspaper reporter in Boston’ and 
joined the “Standard” in that city in 
1886 as a reporter. He established the 
“Journal of Insurance Economics,” 
publishing it for 15 years. He became 
secretary of the National Association of 
Insurance Agents and in 1903 started 


sales 


has had a long and in- 
started as a daily 
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Agency Bulletin,” its 
house organ. Mr. Putnam was the first 
full time secretary of the organization. 
He was elected to that office at the St. 
convention in 1904. He did 
heroic and constructive work in connec- 
tion with the association, building it up 
in many different ways. He spent much 
time traveling, organizing local boards 
and state associations. He resigned in 
1918 and went overseas in the service of 
the Y.M.C.A, during the world war. 
On his return he was elected president 
of the Pennsylvania Insurance Federa- 
tion and then resigned to become adver- 
manager of the John Hancock 


the ‘American 


Louis 


tising 

Mutual Life. He has been one of the 
active factors in the Insurance Adver- 
tising Conference. 

George Vinsonhaler, assistant to 
J. Harry Wood, manager of general 


agencies John Hancock Mutual Life, has 
visiting agencies at Dallas, Hous- 
San Antonio. 


been 
ton and 


These Early Years 
When Fathers Are So Useful 


Seldom is a man quite so important, quite so necessary as 


when he has a young family dependent upon him. 
sarned during this period is worth more than any he 


money 


The 


will ever earn again because it has such urgent work to do. 


Every man with young children needs insurance arranged 


to provid 


>a regular income until the children are grown up. 


Our Family Maintenance plan is an inexpensive way of 


providing 


>a regular monthly income for 10, 15 or 20 years 


without using the face of the policy which remains intact 


throughout the period. 


For printed matter describing this contract, 


local office. 


‘all upon our 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Joint New aie 
Conference Held 


Life and Trust Men 
Gather to Hear 
Hull and Clark 


BOSTON—The practical cooperative 
spirit between life underwriters and 
bank fiduciaries which began here some 
ten years ago with the formation of the 
first life insurance and trust council in 
the country reached a high peak when 
over 1,000 gathered here for a joint 
New England conference sponsored by 
the Boston Life Underwriters Associa- 
tion and the Boston Life Insurance and 
Trust Council. 

Roger B. Hull, 
tional Association, was 
champion of the life forces 
bank men were represented by Roland 
FE. Clark, president trust division 
American Bankers Association. The 
presidents of five New England _ life 
companies, with the Massachusetts in- 
surance commissioner sat at the lunch- 
eon table with presidents of 15 New 
England banks and the governor of 
Massachusetts and the mayor of Bos- 
ton. 

“Preserving 
the theme oi the 


counsel Na- 
the stalwart 
and the 


general 


Security” was 
handled by 
Massachu- 


Financial 
program 


J. S. Braunig, general agent 
setts Mutual Life, and Basil S. Col lins, 
assistant vice-president Old Colony 


Trust Company, as joint chairmen. 
Dewey R. Mason, general agent: of 
Aetna Life at Syracuse, N. Y., with 
a negative approach pointed out in a 
humorous way some of the wasteful 
and ridiculous practices of the average 
underwriter. 
Roger B. Hull Speaks 
“representatives of gov- 
ernment must be careful to avoid agegra- 
vating, antagonizing and non-construc- 


tive approaches to their undertakings,” 
zeal- 


Warning that 


while business men must just as 
ously strive for the public good,” Mr. 
Hull discussed the federal intervention 


insurance business. 

“The close of life insurance hearings 
by the TNEC will result not in the 
relaxation of vigilance by the life un- 
derwriters of America,” he said, “but 
rather a course of action based upon a 
philosophy of entrenchment, fortification 
and reconstruction—a_ preservation of 
individual reserves. * * * Whatever the 
eventual results of the investigations, 
the institution of life insurance will con- 
tinue to go strongly forward, expand- 
ing the scope and quality of its serv- 
ice under the fundamentals of the 
American system. 

“Whether we go strongly forward 
depends much more, in my opinion,” 
said Mr. Hull, “upon what vou and we 
do about it, than upon what eventuates 
from our national capital. The most 
important thing for us to understand is 
that the suspicions and the confusions 
that have been engendered in the pub- 
lic mind through subversive elements 
which have monopolized the channels 
of communication for the shaping of 


into the life 


public opinion, must be met and over- 
come on a broad base of intensified 
service to the insured, the American 
public.” 


Combat Term Fallacy 

He called upon the members of both 
professional groups, but particularly 
the trust field, to combat the “term in- 
surance fallacy” and to join in the pres- 
ervation of individual reserves which 
are being “so devastatingly torn down 
through the ill-advised and selfish rep- 
resentations of insurance counsellors 
and advisers.” 

An affirmative position must be built 
up against the impending threat of the 
sale of annuities through postoffices 
and federal supervision, Mr. Hull said. 
The Wagner annuity proposal is an at- 
tack upon the agency system. 

“We inside the business, must 
strengthen the representation of life in- 


March 22, 1949 





State Presidente’ 
Conference Slated 


Will Precede Mid-year 
Meeting of National Life 
Underwriters Association 


A state presidents’ conference, pre- 
senting a series of speakers and panels 


in discussions of state problems and 
functions, will precede the midyear 
meeting of the National Association of 


Life Underwriters in Atlanta, according 
to O. D. Douglas, Lincoln National Life, 
San Antonio, chairman of the committee 
on state and regional associations. The 
conference will be held at the Atlanta- 
Biltmore Hotel April 4, preceding the 
midyear meeting on April 5-6. 

Twelve speakers, headed by National 
President C. J. Zimmerman of Chicago, 
will introduce the topics slated to come 
before the meeting, said Mr. Douglas, 
who will lead off the morning session 
with a talk on “Functions of a State 
Association.” 

Specific State Objectives 

Objectives of the 
sociation” will constitute the general 
topic for the remainder of the morning 
session. P. B. Rice, Harrisburg, Pa., 
state president, will speak on “Building 
New Associations,” and W. H. Andrews, 
Jr., Greensboro, national membership 
chairman, will advise the delegates on 
“Increasing Membership in Established 
Association.” ‘Publicity for State Asso- 
ciation Activities” is the topic of E. A. 
Krueger, Indianapolis publicity  chair- 
man, while C. A. Macauley, Detroit, sub- 
chairman on procedure of the national 
committee on law and legislation, and 
H. A. Luckey, Indianapolis, sub-chair- 
man of state legislative activities, will 
wind up the first session with a discus- 


“Specific State As- 


sion of “Legislation.” 
H. C. Lawrence, Newark, president 
New Jersey state association, will open 


the afternoon meeting with a talk on 
“Education of the Life Underwriter,” to 
be followed by an address by Jess W. 
Moore, Springfield, Mo., state head, on 
Education of the Public.” 

Paul C. Otto, Iowa state president, 
will outline procedures for “State and 
Regional Sales Congresses,” and Earl F. 
Colborn, Rochester, N. Y., chairman of 
the committee on local association ad- 
ministration, will discuss “Financing the 
State Association.” Mr. Zimmerman will 
speak on “Relation of State Associations 
to the National Association,” and John 
A. Witherspoon, Nashville, chairman of 
the general agents’ and managers’ sec- 
tion, will deliver the closing address on 
“Statewide Managers’ Conferences under 
State Association Auspices.” 


by strengthening 
and performance. 
You 
Your 


surance by the agent, 
the agent’s character 
Agents must be more than sellers. 
must become assistant buyers. 

inspired salesmanship must be geared to 
create intelligent buyership. And you 
trust officers must require that kind of 


salesmanship from those with whom 
you cooperate,” Mr. Hull concluded. 
Address of R. E. Clark 

Governor Saltonstall and Mayor 


Tobin offered the greetings of the state 
and city. 
Roland E. Clark, vice-president of 
the National Bank of Commerce of 
Portland, Me., and president of the trust 
division of the American Bankers As- 
sociation, presented the keynote talk. 


“It is obvious to any observing in- 
dividual that now and in the future 
years the two great institutions of in- 


surance and banking will need their 
combined strength to meet the inroads 
and encroachments of a government 
that is, to put it mildly, paternalistic— 
with socialism just around the corner. 

The afternoon was taken up largely 
with clinic sessions, divided into ses- 

(CONTINUED ON PAGE 21) 
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Accountants Group 
Program Announced 


Comprehensive Speaking 
Schedule for Annual Meet- 
ing at Kansas City 


The program for the annual meeting 
of the insurance Accounting & Statis- 
tical Association, to be held in the 
President Hotel, Kansas City, April 
15-16, was announced this week. There 


will be general sessions for all interests, 
and also separate sections meetings for 
the fire, casualty and life people. The 
program of the general sessions and life 
section 85 

GENERAL SE 
Monday Mor 






SSION 
nz, April 15 


Zatchler, president; 
Life. 
president Mid- 


Chairman—J. L. 
controller Kansas City 

Welcome, Daniel Boone, 
land Life. 

“The Control of Valuation by 
Cards by the Missouri Insurance 
ment,” C. M. Hanson, actuary 
department. 

“The Relation of Addressograph Equip- 
ment to Tabulating Operations,” 8S. Ww 
Greene, special insurance representative 
Addressograph - Multigraph Corporation. 

“When Should An Insurance Organiza- 
tion (Life-Fire-Casualty) Adopt the 
Punched Card Method,” B. P. Coleman, 
special insurance representative Inter- 
national Business Machines Corporation. 

“The Use of Departmental and Func- 
tional Costs in Operating Auditing Pro- 
cedure,” F. L. Rowland, executive secre- 
tary Life Office Management Association, 


Punched 
Depart- 
Missouri 


Monday Afternoon, April 15 


director of life 
division 


Collins, 
tabulating 


Chairman, C. 8. 
section, supervisor 
Penn Mutual Life. 

“Life Insurance 
Waters, supervisor 
Kansas City Life. 

“Tabulating Accessories,” O. D. Seely, 
standardization bureau, Metropolitan 


W. ‘, 
division 


Statistics,’ 
tabulating 


Life. 

“Commission Payments to Field Men 
on a Monthly Basis,” Hugh H. Hickok, 
personnel manager Woodmen of the 
World. 

“The Tab Room Layout, Paul J. 
Zahner, General American Life. 

Business session. 

Tuesday Morning, April 16 
Chairman, R. A. Clark, director of pub- 


lications, consulting actuary Haight, 
Davis & Haight. 

“Agents’ Accounts on Punched Cards, 
J. P. Walker, Jr., assistant secretary 
Southland Life. 

“Mortgage Loan Accounting and Statis- 
tics on Punehed Cards,’ W. H. Niland, 
manager Hollerith division Union Cen- 
tral Life. 

3ond Investments on Punched Cards,” 
G. H. Hamilton, field auditor Phoenix 
Mutual Life. 

“Policy Loans on Punched Cards,” I. H. 
Wagner, controller Business Men’s As- 
surance, 


GENERAL SESSION 


Tuesday Afternoon 

Chairman, E. M. Karrmann, secretary- 
treasurer; comptroller American United 
Life. 

Surprise speaker of national promi- 
nence. 

Adjournment for visits to local com- 
panies. 


Discuss Reinsurance Plan 

DETROIT—The many ramifications 
of the reinsurance plan under which the 
American United Life of Indianapolis 
took over the American Life of Detroit 
were discussed in round-table style by 
members of the Michigan Actuarial So- 
ciety, under direction of President J. T 
Rohm, actuary American Life Division, 
American United. Plans were announced 
for a dinner and bridge with the ladies 
as guests. May 20 was set as a tenta- 
tive date. 


The formal opening of the W. T. Earls 
agency of the ng mary dl Mutual, Cin- 
cinnati, was held March 2 C. J. Zim- 
merman, Chicago general gone of the 
company and president National Associ- 
ation of Life Underwriters, was an in- 
vited guest. 


Gets Group Post 




















HAYDN STUESSY 


Haydn Stuessy has been appointed in 
the group department of Marsh & Mc- 
Lennan at Chicago to do service work. 
Formerly for some time he was in the 
group department of the Schwemm 
agency of Great-West Life, and also had 
some experience in the general insur- 
ance business. Mr. Stuessy prior to en- 
tering insurance was in personnel work 
in Chicago, having been connected with 
Marshall Field & Co., and Swift & Co. 


Life Selling on Career 
Basis Subject of Book 


T. B. Sweeney, Wheeling, W. Va., 
manager of the Equitable Society, is 
author of a new book, “Life Underwrit- 
ing as a Professional Career.” There are 
10 chapters dealing with practical fea- 
tures of selling and there are profes- 
sional interviews where sample solicita- 
tions are presented. Mr. Sweeney's 
objective is to emphasize the difference 
between professional life underwriting in 
which the motive of serving human 
needs actuates and inspires the life 
agent as against the commercial selling 
of life insurance where the profit incen- 
tive is uppermost. The book is the re- 
sult of a remarkable record of over 40 
years’ experience in life insurance. He 
has been manager of the Equitable since 
1895. 

The chapters deal with origin and de- 
velopment of life inurance, life under- 
writing as a profession, how to become 
a professional underwriter the profes- 
sional mental attitude, prospects, and 
prospecting, the approach-commercial 
vs. professional, the selling proposition, 
art of closing, $2,000 of business per 
week as a measuring rod, secrets of suc- 
The price is 75 cents. Mr. 
Sweeney’s personal headquarters are 
1520 New Hampshire Ave., Washington, 
EEC. 


cess. 


N. W. Mutual Men on Coast 
Vice-president Edmund _ Fitzgerald, 
Grant L. Hill, director of agencies, and 
John J. Hughes, assistant director of 
agencies, of the Northwestern Mutual 
Life, were in Los Angeles this week on 


~ their way to the regional general agency 


convention at Del Monte, Cal., March 
26-27. They will be honor guests and 
speakers at an agency meeting of the 
W. K. Murphy agency there March 23. 
Mr. Hill also will speak to the Los 


Angeles C, L. U. chapter March 22. 


D. Bobb Slattery of the National Life 
of Vermont, when he was in Philadel- 
phia, was chairman of the Keystone 
group of the Life Advertisers Associa- 
tion. Keystone members, discovering 
that he was in Philadelphia over Palm 
Sunday weekend, gathered with their 
wives and gave Mr. and Mrs. Slattery a 
dinner party with 22 in attendance. 
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Government Insurance 
Facts and Figures 


WASHINGTON, D. C.—Life insur- 
ance men are interested in noting what 
the U. S. government life insurance 
plan has accomplished in charge of the 
Veterans Administration. H. W. Brein- 
ing, assistant administrator, gives the 
number of policies of U. S. government 
(converted) life insurance issued during 
the following years: 


Year Number Amount 
BPRS ESRO ov ckiccves 238,398 $ 
oer 77,728 

DU aca a eee eae 49,589 

REE? «aa. ae a taee eae 50,050 

ED aca ae ee ae mean 35,550 

Le ar ere 35,669 

fo reer 89,872 

= ar 224,687 5 

SEE Sa cieed wan ewn 15,144 

Rs wae har ie eee 14,199 

I ora aat oa Wad 17,346 

| Eee 18,187 
ere ee 23,319 

(i Pere ee 13,206 

RWG v.cwsecacervas 16,614 

OO Sao 18,514 

ee ee ree eee 24,420 70, ‘689. 833 
OO re a 24,864 72,881,687 
BOGS Kavwenccavees 26,692 78984215 
Loa ienwicnente aces 28,780 $5,587,057 


Insurance in Force 


He also furnishes a table showing 
the number of policies and life insurance 
in force, Dec. 31 of each year. 

Nonp. No. 2 


lear Amount 


Number 
212,15 
264.669 
298,256 


336, a4] 





3,200,000,185 
3,070,694,734 
648,386 3,049,316,9S85 


646,448 3,051, 841,: 









604, 666 
596,357 





Ph et ek ek ee et et et tet et ft et he pt et Rt 


Paid Information Given 

Mr. Breining says: 

‘All premiums paid on United States 
government converted life insurance 
and all interest earned thereon are 
placed in a separate fund in the United 
States treasury, designated as_ the 
United States Government Life Insur- 
ance Fund, which is a trust fund admin- 
istered by the government as trustee 
for the sole benefit of the policyholders, 
and which may be used only for the 
payment of claims under United States 
government converted life insurance 
contracts and dividends to the policy- 
holders themselves. The Veterans Ad- 
ministration has no information as to 
the method employed by the Temporary 
National Economic Committee in the 
selection of insuring organizations to 
be investigated.” 

A new dividend schedule was adopted 
Jan. 1, 1939, and there was reserved 
to policyholders entitled in accordance 


with this schedule on the anniversary 
dates of their policies during 1939, $9,- 
350,000. There was total disability 


insurance amounting to $2,353,500 is- 
sued in connection with 550 policies in 
accordance with the amendment of May 
29, 1928. 

Of insurance in force 23.38 percent is 
ordinary life, the average poli y being 
$4,869; 20-payment life is 23.75; the 30- 
payment life, 4.19; 20-year endowment, 
14.21; 30-year endowment, 4.3; endow- 
ment at age 62, 4.81; five-year converti- 
ble term, 21.91; five-year level premium 
term, 3.45. The amount of yearly re- 
newable term insurance in force on 
June 30, 1921, was $2,980,660,235. On 
June 30, 1939, the amount was $641,553. 
Government life insurance policies pro- 
vide that after having been in force one 
year they can be surrendered for cash 
or paid up insurance. During the fiscal 
year there were 9,687 policies repre- 
senting $27,828,657 insurance surren- 
dered for cash. The total number 
surrendered for cash through June 30, 











1939, was 132,560 for $416,009,075 in- 
surance. During the fiscal year there 
was $1,404,626 surrendered for paid-up 


insurance. The total surrendered for 


paid-up was $6,069,228. 
Premiums Received 


During the fiscal 
30, 1939, there were $62,325,102 pre- 
nuums received on government life in- 
surance. The total life insurance 
premiums received to date totaled 
$1,062,339,428. All government life in- 
surance policies include a_ provision 
granting benefits on account of total 
permanent disability. There is no limit 
as to the age before which such disabil- 
ity must occur. The premiums charged 
tor the combined benefits including 
both death and total permanent disabil- 
itv are the net premiums for the death 
benefit only, based on the assumption 
that the death will occur in accordance 
with the American 3 percent table 
There is no loading added to the net 
premium for expenses since the govern 
ment pays all cost of administration as 
well as. all resulting from the 
extra hazard. 

Lhe cost of total per 
manent benents is not the 
same tor all policyholders but varices to 
the plan of insurance and age of the 
assured. It is greater under the life 
plan than under endowment for the rea 
son that under the former the 
ion is continued for the 
of lite. Since no 
is charged for total 


year ending June 


losses 
providing the 
disability 


protec 
whole period 
additional premium 
permanent disabil- 


ity benefits it is necessary to make 
provisions for the cost of this benefit 
out of earnings which otherwise would 
be considered as surplus, if no benefit 
on account of total permanent disabil- 
ity were provided, before any part of 


these earnings can be distributed as 
dividends. Under the dividend schedule 
those policies on which the premiums 


and earnings to date have been adequate 
to build up the entire reserves required 
on account of both the death and total 
permanent disability benefits provided 
in the policy are entitled to and are 
receiving dividends. Those policies 
which have not yet accumulated the 
necessary reserves will not become en- 
titled to dividends unless and until the 
reserves required have been accumu- 
lated. There were 409,706 dividends 
amounting to $8,391,683 paid during the 
fiscal year ending June 30. The total 
dividends paid to date are $92,414,330. 


Disbursements for Two Forms 


The disbursements for term and auto- 
matic insurance during the fiscal year 
amounted to $38, 393,939 and to date 
$2,127,399,903, which is $1,673,002,691 in 
excess of the $454,397,212 received in 
premiums. 





Payments of automatic insurance 
(provided for those who were perma- 


nently and totally disabled or who died 
within 120 days after entrance into 
service and before making application 


for term insurance) are being paid to 


300 disabled veterans. 


The premiums received during the 


fiscal year were $62,172,665, interest 
$38,302,428, total income $116,343,172. 


There was paid on death and disabil- 
ity claims $20,962,799, matured endow- 
ments $339,369, surrender values $13,- 
021,026, dividends $7,789,553, total dis- 
bursements $54,053,440. Ledger assets 
were $981,725,634, which include $500,- 
157,956 book value special Treasury 
bonds, $325,033,236 other bonds, 
$142,426,341 policy loans, $6,438,907 
cash, $2,664,191 loans on security of 
adjusted service certificates. The total 
non-ledger assets are $22,163,753, mak- 
ing total assets $1,003,889,430. The 
reserves are $907,882,857. The financial 
statement shows no surplus, the liabil- 
ities being made to conform with the 
total assets. 
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DEPENDABLE PERFORMANCE 


Non-Mediecal Limits 
Extended 





Male —$5,000 
Female—$3,000 





] Because of its favorable experience in the field of 
non-medical life insurance, the Connecticut Mutual 
has increased the amounts of life insurance which 
may be issued on this basis on both male and 
female lives. 


| The company will now consider a maximum 
amount of $5,000 on a male and $3,000 on a 
female life in any twelve months’ period, these 
limits formerly being $3,000 and $2,000 respec- 


tively. 


| Non-medical insurance is issued by the company 
on male lives aged 14-40 and on females 16-40. 


| In the case of a female life the maximum amount 
of non-medical insurance which may be applied 
for in a twelve months' period is also increased to 
$5,000 if a satisfactory medical examination has 
been submitted and standard insurance granted 
within the year. 


| Female applicants to be considered on the non- 
medical basis must be single, wage-earning 
women who go out of their homes daily to a place 
of employment. 


]] The waiver of premiums disability benefit may now 
be applied for by female applicants on the non- 
medical basis. 


*“‘“4 Pioneer in Non-Medical’’ 
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Actuary F inds U. a 
Revised Act Better 


Hohaus Discusses Social 
Security Ideas at Chicago 
Actuarial Club Meeting 


The old age benefit section in the 
revised federal social security act is a 
far better arrangement than the original 
act, getting entirely away from the in- 
itial idea of individual equity and now 
stressing social adequacy and minimum 
living needs, Reinhard A. Hohaus, asso- 
ciate actuary Metropolitan Life and 
president American Institute of Actua- 
ries, told the Chicago Actuarial Club at 
its monthly meeting. An extremely in- 
teresting feature, he said, is that the cost 
of the new survivor’s benefit which does 
more than the old lump sum benefit, is 
less than the old benefit’s cost. 

“Promising more than the minimum 
needed would stifle initiative,” he said. 
“The problem has been one of striking 
a balance between two extremes, that 
of the demand, due to social unrest, for 
provision for minimum needs, and of 
not leading the people to depend en- 
tirely upon a crutch. 


Three Supplement Each Other 

“We now have individual, group and 
social insurance in this country,’ Mr. 
Hohaus said, “each with ditferent objec- 
tives. No one alone can do the whole 
job. We found when we tried to expand 
group insurance to operate as individual 
insurance there was trouble, and the 
same thing happened when we sought to 
make individual insurance serve some 
function for which it was not intended, 
The same is true of social insurance. 
When we strike the proper balance the 
three supplement each other. 

“The original plan ended up quite a 
hodge-podge. Even before it became ef- 
fective in 1937 it was a great subject of 
discussion, especially the reserve feature, 
and its mystical $47,000,000,000. 

“Apparently the rank and file wanted 
a contributory plan. Many of the solu- 
tions that were offered were crack-pot. 
The reserve formula plan was a result 
of the old benefit formula. As a result 
of many conferences of the advisory 
council that represented labor and em- 
ployers, after a thorough study for a 
year, gradually the feeling crystallized 
that the original act was set up on the 
wrong formula and wasn’t meeting the 
social responsibility. The recommenda- 
tion eliminated some principles essential 
in private insurance but having no place 
in public insurance.” 


Leaves Function for Life Insurance 


He said the new plan is based on 
minimum basic subsistence needs, and 
it was emphasized in both houses of 
Congress that this should be the primary 
purpose of the social security act. If 
more were wanted, this should be han- 
dled through life insurance. 

An important feature of the revised 
act, he said, is that it first was recog- 
nized that two people require more to 
live on than one, and also that the old 
lump sum death benefit had no social 
usefulness. Instead there was substituted 
the survivor’s benefit which takes care 
of the widow with minor children. Mr. 
Hohaus said under the revised act a 
widow does not receive the pension 
purely because she is a widow. 


Other Questions Reviewed 


He commented on other questions in 
the life insurance field. The examina- 
tions of the institute are becoming a 
more acute problem, he said, because of 
the varying facilities for actuarial edu- 
cation between actuaries of large, me- 
dium and small sized companies ‘in cities 
and towns varying greatly in size and 
setup. The institute hopes to be of max- 
imum service and value to its contribut- 
ing members, which are the companies 
that nominate individuals for examina- 
tions for associates and fellows. The 
solution will be found in time, he said. 


Broaden Committee 
of Commissioners 


The special liaison committee of the 
National Association of Insurance Com- 
missioners to act with the Securities & 
Exchange Commission has been re- 
vived, with broader functions. It con- 
sists of C. C. Neslen of Utah, president 
of the association; Pink of New York, 
Blackall of Connecticut, Lovejoy of 
Maine, Woodward of Texas, Julian o{ 
Alabama, Boney of North Carolina and 
Caminetti of California. 

The committee will also take up mat- 
ters of common interest and associa- 
tion matters in which there are differ- 
ences of opinion. The committee will 
consider the question of convention ex- 
aminations and uniform laws relating to 
life companies. It will study the prob- 
lems of mortgage moratoria and a uni- 
form plan for insurance liquidation. It 
will also look into the extent of ac- 
ceptance of association recommenda- 
tions by the individual departments. 








It has been the thought that in the fel- 
lowship examinations it would be a good 
idea to have alternative subjects for 
those in special fields and some actu- 
aries have proposed having a thesis. 
There is a definite problem presented 
for those in isolated communities as 
against those in New York and other 
large centers where the facilities for 
study are better. 


Notes Better Cooperation 


There is much closer contact between 
the actuary and the field man today, he 
said. Some day Mr. Hohaus hopes to 
find this situation fully developed in 
companies in the ordinary insurance 
field, the same as has existed in the 
group insurance field for a long time. 
Many ideas that appear right to the ac- 
tuary in the head office go flat in the 
field, he said. A great many successful 
ideas in group insurance have developed 
through cooperation between the actu- 
ary and the agent. This serves to make 
them understand each other and their 
problems better. 

Ross E. Moyer, vice-president and 
actuary Continental Assurance, club 
president, noted that the institute was 
formed in the west and has been a west- 
ern organization. Mr. Hohaus, he said, 
was one of the actuaries most respon- 
sible for stimulating eastern interest in 
the institute. 

Regarding the social security act, he 
found agents generally opposed to it 
until they understand how it works. 
Then they become friendly to the act 
and use its stimulus to increase their 
production. 


Question of Disability Coverage 


Mr. Hohaus in conclusion said he 
never had seen a more conservative or 
sound job done by the social security 
board than in this revision of the act. 
The old age pension feature especially 
is much better than the previous one. 
He commented on the movement to in- 
clude disability benefits, which he said 
is not an actuarial or medical problem 
but a political one. This move depends 
upon the politicians getting a working 
agreement with physicians. Ralph Booth, 
mathematician Travelers branch office, 
Chicago, associate in the institute, said 
he had observed a strong popular de- 
mand for inclusion of disability protec- 
tion in the act. He expected this to 
crystallize before long. 

The club’s annual meeting will be held 
in April. L. J. Lehane, Central Life of 
Illinois; H. A. Reise, consulting actu- 
ary, and H. C. Reeder, actuary Country 
Life, were appointed the nominating 
committee. J. L. Staab, head of the sta- 
tistical department, Continental Assur- 
ance, and Richmond Corbett, attorney, 
were elected members. Dr. H. W. Ding- 
man, vice-president and medical direc- 
tor Continental Assurance; S. W. Dale, 
Old Line Life of Milwaukee, and J. E. 
Bilsborow, Benefit Association of Rail- 
way Employes, were visitors. 
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Actuaries to Meet 
at White Sulphur 


Institute Board Sets Joint 
Session with Society 
Oct. 30-Nov. 1 


The joint fall meeting of the American 
Institute of Actuaries and Actuarial 
Society of America will be held in the 
Greenbrier Hotel, White Sulphur 
Springs, W. Va., Oct. 30-31, and Nov. 1, 
the board of governors decided at a 
meeting in Chicago Saturday. This is 
a biennial meeting. 

The annual meeting will be held May 
93-24 at the Edgewater Beach Hotel, 
Chicago. The program is now being 
shaped in the hands of a committee 
headed by L. J. Kalmbach, second vice- 
president Lincoln National Life, and 
soon will be announced by Secretary 
W. D. MacKinnon, assistant actuary 
Equitable Life of Iowa. 

Examination for associates and fel- 
lows of the institute will start April 15 
in many cities in this country and Can- 
ada and continue a week. 

Actuaries are much interested in the 
possibility that the sessions of the Inter- 
national Congress of Actuaries, sched- 
uled to be held at Lucerne, Switzerland, 
June 24-29, may be held in this country 
due to war conditions overseas. The 
announcement about the Lucerne meet- 
ing stated it was subject to change. The 
congress has not been held in this coun- 
try for many years. The institute will 
be represented by O. W. Perrin, asso- 
ciate actuary Penn Mutual and director 
of research. 

Reinhard A. Hohaus, associate actu- 
ary Metropolitan, institute president, 
presided at the board meeting. Mr. 
Kalmbach and A. J. McAndless, presi- 
dent Lincoln National, institute vice- 
president; Messrs. Hohaus and McKin- 
non, W. M. Johnson, vice-president and 
actuary Central Life of Illinois, past 
institute treasurer and board member; 
Ross E. Moyer, vice-president and actu- 
ary Continental Assurance, now institute 
treasurer; Frank D. Kineke, assistant 
actuary Prudential, and E. G. Fassel, 
assistant actuary Northwestern Mutual, 
attended. 


Keystone Advertisers 
Feature Local Color 


The Keystone group of the Life Ad- 
vertisers Association held the March 
meeting in Philadelphia. Chairman C. 
C. Loeble, Presbyterian Ministers 
Fund, presided over this first meeting 
under his election, and his first action 
was to record the vote for a change 
from the former name of Keystone -Life 
Advertisers Association. 

The swing is to indicate the regional 
activity of the organization, which op- 
erates from Philadelphia to Wilmington, 
and to emphasize the parental (though 
not financial) influence of the national 
group. Thus the more local “groups” 
are added to the greater regional “round 
tables” all coordinated with the national 
association, a newly developed trend 
among the life insurance advertising 
4 publicity and sales promotion peo- 
ple. 

Al Cooper, Provident Mutual, led the 
principal feature, which was a recapitu- 
lation of the platform discussions at the 
recent meeting in New York of the 
Eastern Round Table. This extension 
of the study of various phases of public 
relations for the life insurance business 
had the extra advantage that many sides 
of the modeling of the subject came 
into discussion. 





Michigan Moratorium Expires 

LANSING, MICH.—The mortgage 
moratorium which has been in effect 
since 1933 expired March 1 and life com- 
Panies now holding mortgages subject 
to foreclosure will be able tc proceed 
with foreclosures. 





Lite of Detroit 
Proposed Deal 
Is Litigated 


Hearing was held before the United 
States circuit court of appeals at Cin- 
cinnati on an appeal of an injunction 
proceeding brought in federal district 
court, Detroit, seeking to prevent a 
meeting of stockholders of Life of De- 
troit. Judge Moinet at, Detroit denied 
the injunction which was sought by the 
present management, it being contended 
that the holding of a stockholders’ meet- 
ing at this time would not be in the 
best interests of the policyholders and 
the company. 

The projected meeting has been suc- 
cessively adjourned from week to week 
pending outcome of the litigation. Louis 
H. Fead, former state supreme court 
justice, has been representing the inter- 
ests opposing the injunction and par- 
ticipated in the arguments at Cincinnati. 
The appellate court has taken the issue 
under advisement. 


Fred Ossanna Is Involved 


Fred A. Ossanna, Minneapolis attor- 
ney, who is chairman of the board and 
chairman of the executive committee of 
the Life of Detroit, owns and holds 
proxies for 2,079 of 4,000 shares of Life 
of Detroit outstanding. Mr. Ossanna 
gave an option to an insurance exec- 
utive of Illinois to purchase stock. The 
annual meeting was scheduled for Feb 
26. 

According to an affidavit deposited 
by Mr. Ossanna with the circuit court 
of appeals in Cincinnati, meeting of the 
executive committee was called Feb. 21 
without his knowledge and that of an- 
other member, B. T. Stevens. Accord- 
ing to the affidavit, T. F. Lawrence, R. 
B. Locke and Theodore Levin, the own- 
ers of 10 shares of stock each, at the 
meeting, “assumed to consent to the 
granting of the petition in the lower 
court.” 

The district court at Detroit had dis- 
missed the petition of G. F. Sheffield, 
F. H. Primeau, E. J. Quinn, and Ru- 
dolph Kauzlarich for an injunction to 
restrain the company from entering into 
a reinsurance agreement. 

When Ossanna read the minutes of 
the executive committee meeting, he 
wrote Mr. Lawrence, who is president 
of Life of Detroit, stating that he and 
Stevens were opposed to the action 
taken at the meeting and that he wished 
the fact of his opposition to be entered 
in the minutes. 

On appeal, C. C. Simons, district 
judge at Detroit, signed an order for 
officers of Life of Detroit to appear at 
Cincinnati to show cause why the.com- 
pany should not be enjoined from tak- 
ing any step in furtherance of the 
reinsurance of policies in any way af- 
fected by administration of Detroit Life 
Fund, under terms of the reinsurance 
agreement of Feb. 26, 1936; pending 
hearing of appeal, officers and share- 
holders are restrained from holding any 
meetings for the purpose of electing di- 
rectors, 

In his affidavit, Ossanna said that it 
was not his intention to vote for rein- 
surance at the annual meeting, but that 
a meeting of stockholders would be 
calied according to Michigan laws and 
the plan would be submitted to the 
Michigan department, receiver for De- 
troit Life, and court. Ossanna said that 
the reinsurance plan was “presently 
abandoned” and that if he retained his 
stock, he had no thought of reinsur- 
ance. It was the intention of stockhold- 
ers holding 98 percent of the stock to 
vote for the following directors at the 
annual meeting, Ossanna said: L. H. 
Fead, J. H. Luther, L. L. Johnson, J. E. 
Brown, Emmett Scott, Stevens and Os- 
sanna, who were not committed to 
reinsurance, but would exercise their 
best judgment as to what was to be 
done. The case is Ralph H. Finneren, 
plaintiff, vs. Detroit Life and John C. 
Ketcham, defendants, and Life of De- 
troit, intervenor, 








All Ways— Always 


Life insurance protection has an 
appeal as wide in range and diversity 
as the human family itself. 


A break-down of a long list of 
Prudential death claims, on 
policies of $10,000 or more, 
showed a preponderance of the 
persons insured, among these 


occupations: 


Executives 
Merchants 
Doctors 


But a review of all of the 289,290 
death claims paid by our com- 
pany in 1939 would show 
beneficiaries from all walks of 


life. 
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Mode of Setilement 
Bill Is Amended 


N. Y. Measure Now Satis- 
factory—District Director 
Bill Apparently Dead 


NEW YORK-—tThe New York legis- 
lature’s bill to outlaw the writing of 
complicated modes of settlement has 
been amended to remove virtually all the 
features to which life companies ob- 
jected and in its amended form is no 
more restrictive than the procedure al- 
ready being followed by a number of 
leading companies. The bill provides 
that the principal may not be held longer 
than one life in being or 30. years, 
whichever period is greater. There 
would be no interference with agree- 
ments already consummated. 

The Piper bill requiring that each do- 
mestic life company hold an election in 
each of the state’s nine judicial districts 
to choose a resident director from each 
district was not reported out, despite Mr. 
Piper’s being chairman of the assem- 
bly insurance committee. With — the 
passing of deadline this week when all 
bills not acted upon by the committee 
went to the rules committee. the district 
directors bill's chances of getting before 
the legislature this season are slim. The 
rules committee acts only on the most 
urgent measures. Life companies feared 
such a law would introduce political 
electioneering into directors’ elections. 

The assembly insurance committee 
killed the proposed gross premium limi- 
tation which would have limited the load- 
ing to 30 percent of the American Ex- 
perience table mortality, and = which 
would have forced the Equitable So- 
ciety, New York Life and Mutual Life 
of New York, which use a 33% percent 
loading, to reduce their gross premiums. 
Mr. Piper’s aim in introducing. the 
measure was to limit expenses but he 
apparently became convinced that a 
limit on gross premiums would be of 
little if any effect. 

The surrender charge bill, amended, 
has been reported out in the assembly 
and is on third reading in the senate. 
The amendments remove the requirement 
that surrender charges must taper off 
by the end of the 10th year and provide 
that they must cease by the end of the 
15th year for participating insurance and 
the 20th year for non-par. Companies 
object to the bill because it would tie 
surrender charges to the American Ex- 
perience table and hamper the move 
toward more modern mortality table. 

\pparently to avoid retaliation against 
New York state companies by other 
States, the ways and means committee 
has recalled from the governor the bill 
passed by both houses which would as- 
sess against all classes of insurance 
companies licensed here any expenses of 
the New York department in excess of 
the fees and refunds (disregarding 
taxes) which it collects. The committee 
introduced the bill again, amended to 
provide that the cost would be assessed 
only against domestic companies. The 
heavier load thus imposed on domestic 
companies as compared with the com- 
mittee’s original plan would be less than 
the burden that would be saddled on 
them if retaliatory provisions of other 
states were invoked against them. 

Assemblyman Crews has introduced a 
bill to strike out the statutory provision 
that in ascertaining the premiums on 
which the franchise tax is based, premi- 
ums shall include all that are written or 
received in New York state which can- 
not be specifically allowed or appor- 
tioned as taxable premiums on business 
of any other state. 


Franklin Life Housewarming 


Franklin Life is preparing to hold 
open house throughout the entire week 
of April 15 at the head office at Spring- 
field, Ill. By that time the extensive 
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remodeling and cinemas program 
will have been completed and the in- 
terior will present a completely new ap- 
pearance. Dozens of new executives 
and employes have been brought into 
the organization under the regime of 
President C. E. Becker and they will 
be presented to the friends of Franklin 
Life. Agents within motoring distance 
will be invited and throughout the week 
meetings will be held with the various 
groups of agents as they arrive. The 
management expects to announce the 
details in connection with the opening 
of a participating department. 

Policyholders and business leaders in 
the community and from other sections 
will be invited to the housewarming and 
the management intends to furnish 
music during the evenings. 

President Becker and Mrs. Becker 
have just returned from Palm Beach, 
Fla. They were there in company with 
Walter Eckert, Chicago attorney, and 
Mrs. Eckert. Mr. Eckert was recently 
made a director of Franklin Life. 
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Brailey Favors 2 
C. L. U. Projects 


Earle W. 





Brailey, New England Mu- 
tual, Cleveland, president National 
Chapter C. L. U., intends shortly to 
make two proposals in connection with 
the work. He desires that each local 
chapter select a cause or community 
activity in which to become interested, 
such as children, hospital, education. 
Such an undertaking, he believes, would 
give cohesive force to the chapter. It 
would be patterned somewhat after the 
idea pursued by Rotary and Kiwanis. 

Mr. Brailey also favors changing the 
name of the National Chapter to 
“American Institute” or “American So- 
ciety or C. LL. U.'s.” 


Distinguished C.L.U. 
Dinner in D. of C. 


A distinguished group of public men 
and business leaders attended the ban- 
quet of the District of Columbia C, L. 
John Marshall Holcombe, Jr., manager 
of the Sales Research Bureau, was the 
principal speaker. The guests included 
United States senators, presidents of 
banks, trust officers, lawyers, certified 
public accountants, government officials 
etc. It was perhaps the largest attend- 
ance of influential men at any insurance 
gathering ever held in the country. Each 
member invited important policyholders 
and friends and, judging by the attend- 
ance, the invitations were accepted 
eagerly. . 

H. Cochran Fisher, Aetna Life, presi- 
dent of the District of Columbia chapter, 
presided and did a splendid job, giving 
brief, direct introductions. 

J. Alan Maphis was chairman of the 
dinner. Responses were given by Mr. 
Fisher and E. W. Brailey, New Eng- 
land Mutual, Cleveland, president of the 
National C. L. U. chapter. 

Among those attending were William 
Montgomery, president Acacia Mutual 
Life; A. A. Rydgren, president, and 
D. E. Jones, vice-president Continental 
— Life, D. H. Davenport, eco- 
nomic nsultant TNEC; Senator 
O’ a of Wyoming, Senator King, 
T. C. Blaisdell, Securities & Exchange 
Commission. 

Senator Danaher of Connecticut made 
a short, humorous speech in which he 
reaffirmed Congressional faith in the 
strength and security of life insurance. 
He remarked that it would be a relief 
to him to listen to Mr. Holcombe’s 
speech after indulging in Senatorial con- 
troversy over the Hatch bill, 

Mr. Holcombe told of how the Re- 
search Bureau had developed the per- 


Newspaper Project 
to Be Brought Out 


Institute of Life Insurance 
Announces New Cam- 
paign of Publicity 


NEW YORK—A newspaper advertis- 
ing campaign to run once each week, 
from April 15 to the end of the year, 
is announced by the Institute of Life 
Insurance. 

The form of the campaign is a new de- 
parture in institutional advertising and 
will appear as a column signed by H. J. 
Johnson, president of the institute. The 
column is designed to help policyholders 
gain a better understanding of life in- 
surance and at the meeting it was de- 
cided that the underlying theme would 
be to: 

“Answer questions; show people how 
to get full value for their insurance 
money; explain what the public can ex- 
pect from a good agent; help policyhold- 
ers get the greatest service out of ex- 
isting insurance and above all try to 
catch the spirit of service that permeates 
the life insurance business.” 


Holgar Johnson’s Comment 


In announcing the campaign, Mr. 
Johnson said: ‘For a good many years 
there has been a desire among leaders 
in the life insurance field for a concerted 
campaign of informing and educating the 
public on life insurance. One of the 
primary purposes for the founding of the 
Institute was to work out some way in 
which this could be done. For some- 
thing like a year, work has been under 
way toward this end and we think we 
have found the best possible method of 
speaking to the public. The proposed 
campaign is a_ carefully thought-out 
method of meeting the long-felt need of 
giving the public more information about 
its life insurance, what it is, what it 
means to the individual and to the com- 
munity from an economic and_ social 
standpoint.” 

The complete campaign is being put 
in final form now and full details will 
be announced later, Mr. Johnson said. 


sistency rating scale and the aptitude 
index after analysis of the lapse and the 
agency turnover problems. He recalled 
that the bureau has a special committee 
studying the matter of present and pos- 
sible compensation system for agents. 
Other subjects undergoing research are 
selection and training of managers, 
training and supervision of agents. 


Cleveland C. L. U. Dinner 

CLEVELAND—The Cleveland 
C.L.U. chapter will hold a dinner March 
22, commemorating the 10th anniversary 
of the American College of Life Under- 
writers. C.L.U. members of the Cleve- 
land Life Underwriters Association were 
honored at its meeting. Frank A. Gold, 
Cleveland C.L.U. president, introduced 
the members who occupied special tables. 
Warren Smith discussed activities of the 
local chapter, which has a membership 
of 21. 


Weston Wins Carr Trophy 


H. W. Weston of Detroit captured 
the Fred P. Carr traveling trophy of 
the Central Life of Iowa for the first 
period of this year. In January and 
February he showed 226.33 percent gain 
to finish in first place. Hugh Ziegler 
of Fort Dodge, Iowa, was second.. The 
trophy is to be awarded bi-monthly until 
won three times. It is given by Fred 
P. Carr, board chairman and general 
counsel of the Central Life. 


Whenever you can convince your 
clients that by purchasing additional life 
insurance they are not spending more 
money, but rather saving more money, 
the sale is half made. 


Large Amounts Paid 
by the Travelers 


Over Billion Dollars Has 
Gone to Policyholders and 
Beneficiaries in 10 Years 


In its new “Year Book” for 1940, the 
Travelers companies point out that they 
have paid more than a billion dollars to 
policyholders and beneficiaries in bene- 
fits under policies during the past 10 
years. The exact total is $1,047,155,588 
and it required the issuance of 9,479,979 
checks and drafts. 

In commenting on these payments, 
the companies say, “The primary pur- 
pose of insurance, whether it be life or 
fire, accident or burglary, automobile 
or workmen’s compensation, or any of 
the many other forms, is to provide 
money when money is needed, when mis- 
fortune has come. To have provided 
the means whereby so many individuals, 
families, firms and corporations could 
thus make their own provision for their 
adversities, gives to the personnel of the 
Travelers a sense of satisfaction and 
stimulates the desire to expand the pro- 
tection of insurance over more saan 


in more ways. 
Growth of Group Insurance 


The good growth in group insurance 
can be attributed to better earnings in 
industry and commerce. Whenever 
business has shown good balance sheets 
there has been a good increase in the 
number of corporations providing the 
protection of life, accident and sickness 
insurance to employees under group 
policies where the cost is borne partly 
by the employer and partly by em- 
ployees. 

The demand for this form of cover- 
age enabled the company to write a 
substantial number of risks amounting 
to $264,960,800. The total new group 
life paid for, including additions and 
increases, was $589,056,000, the highest 
amount reached during any one year. 
This production created three other all- 
time highs—1,315,116 employees insured, 
an increase of insurance in force of 
23,801,000 and a total volume in force 
of $2,184,109,000. 

Under group accident and_ sickness 
cover, there was an increase in total 
paid premiums of $1,229,855. 













Caminetti Denies He Will 
Resign as Commissioner 
SAN FRANCISCO—Reports that he 


will resign his present post are em- 
phatically denied by Commissioner Cam- 
inetti, who assumed office last year 
under a four-year appointment. by Gov- 
ernor Olson. At the time of his ap- 
pointment, Commissioner Caminetti was 
serving as superior judge of Amador 
county, resigning that position to be- 
come commissioner. The reports which 
Commissioner Caminetti denied stated 
that he would again assume a place on 
the bench. 

According to these reports, E. P. Fay, 
now chief assistant commissioner, was 
slated to succeed his chief. 





Tax Statement Clarified 

In discussing the work of life agents 
in doing more than anyone else to re- 
duce taxes before the Kansas City Life 


Underwriters Association, Harry a 
Wright, Equitable Society, Chicago, 


vice-president National association, said: 
“The life insurance agent probably does 
more to reduce taxes than any indi- 
vidual by selling a man the idea of pro- 
viding for himself and those for whom 
he is responsible, through life insurance. 
If he didn’t provide for them, isn’t it 
obvious that the state or federal govern- 
ment must make such provision?” 

In the original report this point was 
not made clear. 























| 
. 


March 22, 1940 








LIFE INSURANCE EDITION 11 














Acacia Mutual Head 
Views TNEC Probe 


(CONTINUED FROM PAGE 3) 

ing the TNEC: “Although it is difficult 
to reconcile some of the questions pro- 
pounded at the hearings, and some of 
those in the questionné uires sent to the 
companies, with a sincere desire to pro- 
mote the general welfare of the busi- 
ness through finding if there are any 
defects in the conduct of it that should 
be corrected in order that the business 
as a whole may be improved and the 
policyholders profit thereby, I cannot be- 
lieve that the investigation is conducted 
from the standpoint and with the ulti- 
mate aim and objective that some as- 
scribe to it. 


Says There is Nothing to Fear 


“T cannot believe that men of the 
standing and character of the men who 
are conducting that investigation would 
have any desire to interfere with or re- 
tard the progress of any business or in- 
dustry that means so much to the people 
of our land, If the management is right, 
if the record is good, the companies 
have nothing to fear from the verdict 
of the public.” 

President Montgomery went on to 
say: “I think the people generally un- 
derstand that there are two costs to life 
insurance, one God made and the other 
man made, and understand that the 
principal cost of all life insurance is the 
God made part. They realize that God 
Almighty is no respector of persons, 
that He will not change mortality for 
any man or set of men. The tables of 
mortality fix the principal cost of life 
insurance whether it is administered by 
the companies, the government or any- 
one else. To the mortality cost each 
company adds what it feels desirable 
for expenses of management, and it is 
largely the amount of this addition that 
makes the premium rates of one life 
company differ from another. The com- 
mittee consists of well-informed, prac- 
tical men and realizes this just as well 
as we do. When, therefore, we hear of 
Senator Wagner’s proposed bill to Con- 
gress to sell annuities for one-third less 
than the regular companies are selling 
them for we wonder on what basis he 
can sincerely make such a claim, except 
on the theory: that the government will 
levy an additional tax upon the people 
to bear a part of the cost of furnishing 
such benefits. 


Government Life Insurance 


“The War Risk Bureau is the best 
evidence of the fact that life insurance 
cannot be sold at a rate less than the 
companies generally are selling it for. 
The bureau has neither acquisition nor 
managerial costs. It has no agents, The 
people insure voluntarily and the gov- 
ernment appropriates every dollar for 
the expenses of management of the 
business. Regardless of this, when you 
look at the net cost of life insurance 
there as compared with the net cost in 
the companies you will see how falla- 
cious is the statement that the govern- 
ment can conduct the life insurance 
business at less cost than the companies. 
When once the people understand these 
facts don’t worry about the government 
taking over the life insurance business. 
They will never send men to Congress 
who would vote to experiment with the 
security that they have provided for 
their homes and their families.” 


Sees Need for Improvement 


Referring again to the TNEC in- 
quiry, President Montgomery said: “I 
get the impression the committee wants 
to turn the spotlight on certain_phases 
of the life insurance business—the con- 
trol and management of the companies, 
their financial set-up, the matter of 
agency compensation and the stability 
of the agent’s job, proper selection and 
training of agents, estimated dividends, 
high-pressure salesmanship and the en- 
Oormous lapses consequent thereto, with 


resultant waste and loss to the policy- 
holders—if I am correct I do not see 
why any objection should be made to 
the investigation. When you look at the 
published report of the committee show- 
ing the enormous lapse rate of both 
ordinary and industrial insurance for 
the. period from 1922 through 1937, one 
cannot but feel that something should 
be done to improve these conditions. 
Inquiry also is being made which will 
enable the committee to determine 
whether or not there is complete equity 
in the matter of cost between each type 
of business issued. In other words, are 
the rates for each type of business suf- 
ficient for the maturity of the contracts 
issued thereunder without help from any 
other group:” 


Argue Pan-American 
U. S. Tax Issue 


NEW ORLEANS—Adverse and _ ta- 
vorable rulings obtained by Pan-Ameri- 
can Life from the U. S. Board of Tax 
Review in respect to deduction of inter- 
est involved in disability reserves and 
monthly income payments from gross 
income were argued before the Fifth 
U. S. Circuit Court of Appeals here in 
cross appeals by both the company and 
the commissioner of internal revenue. 
The board’s final order was entered Feb. 
2, 1939. 

The issue covers a reserve set up by 
Pan-American Life for total and perma- 
nent disability losses. 

The annual statement of Pan-Ameri- 
can for 1933 showed that the mean of 
the reserve (disallowed) for premium 
waiver and reserve for disability income 
benefits was $345,083. The 334 percent 
ot the mean, deducted from the return 
but disallowed by commissioner was 
$12,940. Notice of disallowance of the 
deductions and of deficiency in tax pay- 
ment was given by the commissioner 
Feb. 29, 1936, and a hearing conducted in 
New Orleans Nov. 11, 1937. It was con- 
tended by the commissioner that the two 
insurance reserves were not within the 
meaning of Section 203 (a) (2) of the 
revenue act of 1932, being classified by 
him as liability or solvency reserves not 
peculiar to life companies. 

The board of tax review held the re- 
serves to be required by Oklahoma (ap- 
plying the highest aggregate) in re Ok- 
lahoma National Life, 68 Okla. 219; 173 
Pac. 376; and until July 1, 1937, by the 
laws of Illinois. This overruled the con- 
tention of the commissioner, who argued 
the point before the court of appeals. 

It was also found for the company in 
that no reason was found why the re- 
serve for incurred disability benefits in- 
volving income benefits should be 
treated differently from that portion of 
the reserve involving premium waiver 
benefits, so the deduction of the $12,940 
was upheld. The commissioner also op- 
posed this before the court of appeals. 

The review board, however, found that 
a deduction of $9,282 as interest repre- 
senting the difference between lump sum 
settlement and the aggregate of pay- 
ments when left in the hands of the com- 
pany and paid in installments was not 
allowable because voluntary and _ not 
compelled by law. This, the company 
contested. 

The deduction of $257 interest in trust 
agreements was found by the board not 
to contain any so-called “additional in- 
terest” but only 3% percent to be de- 
termined by the comnany directors and 
to be apportioned from the company’s 
surplus earnings during the preceding 
vear. The board ruled the company en- 
titled to deduct as interest the sum of 
$202 actually paid out during the taxable 
year. 


Claim Men Hear Ridgely 

LOS ANGELES—The Los Angeles 
Life & Accident Claim Association had 
as speaker Stephen Ridgely, Pacific 
Coast manager Hooper-Holmes Bureau, 
on “Investigation of Carbon Monoxide 
Deaths” from an insurance viewpoint. 
The next meeting will be April 9. 














Now on the air... 


“THE WORRY 
HOUR” 


a new Company-sponsored pro- 
gram, the theme of which is that 
most of the things people worry 
about never happen... and that 
folks who have an adequate pro- 
gram of Shield protection, have 
very little left to worry about. 


The program is broadcast every 
Monday night on WSM, the Shield 
Station, at 9:30 Central Standard 
Time. You'll find WSM at 650 


on your dial. 


The Insurance fraternity is in- 
vited to listen and to give us 
any comment. 





**How to Worry’ 


In connection with “The Worry Hour” we 
are offering to send to any and all those who 
request it a copy of a little booklet called 
“Helpful Hints on How to Worry.” If you'd 


like to have a copy drop us a line. 
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More Conservation Work Done 


Ir can be said that year by year there is 
a noticeable improvement in life insur- 
ance conservation because companies are 
attacking the problem in a businesslike, 
scientific way. Life companies are con- 
fronted with the same conditions that 
are met by other savings institutions. 
Changed financial circumstances are a 
big factor in persistency. Then it is 
human to defer making payments until 
the last day is gone. 

The Life Insurance 
Bureau has made an analysis of the 
record of various savings enterprises as 
to permanency of depositors. It com- 
pares these figures with life insurance. 

The bureau gives the 1938 percentage 
of automobiles repossessed as 15.1 per- 
cent of all cars, new and old. Automo- 
bile owners, it is explained, will part 
with a car only as a last resort. Life 
insurance payments extend over a long 
period and the material benefit may be 
less immediately apparent than in case 
of tangible things. 


Sales Research 


According to authorities 34 percent of 
new savings accounts in savings banks 
are terminated within two years. This 
compares with approximately 20 percent 
in recent years for life companies. By 
the end of 10 years 72 percent of savings 
opened in banks have been 
terminated. Christmas clubs involving 
regular weekly deposits of various 
amounts for 50 consecutive weeks expe- 
rienced 54 percent termination before the 
50 weeks had been completed. About 
25 percent occur in the first quarter. 

Considering buildings and loan asso- 
ciations, for 55 of the life companies the 
lapse ratio the last three years was 21 
percent and with 12 building and loan 
associations 17 percent. Taking 20 large 
life companies the lapse ratio was 16 
percent. The estimated percentage of 
entrants completing 10 years was 37 per- 
cent for the building and loan companies 
and 58 percent was the figure that was 
shown by the more important life com- 
panies. 


accounts 


Training Men for Promotion 


More and more insurance companies, 
branch offices, general agencies, local 
agencies, insurance organizations, and 
the like, recognize the desirability of 
training their own men, securing likely 
material and gradually developing it 
along lines that are suitable. Thus when 
a vacancy occurs there is a man to fill 
it and he has the advantage of knowing 
his people, the ins and outs of his or- 
ganization, its policy, specialties, etc. 
Gradually, the more sizable offices find 
it most advantageous to develop their 
own personnel. Therefore, there are far 
fewer demands for outside people. 


Naturally more time must be taken 
and more care employed in selectivity. 
It is highly essential to get the proper 
kind of young people at the start. After 
all capable and resourceful man-power 
in an organization makes the wheels go 
around. As time goes on, not only in- 
surance companies but every other en- 
terprise have begun to recognize in a 
more convincing manner the necessity 
of starting in men at the bottom and 
having them work up. It is far more 
satisfactory for an organization to train 
its own men than to have someone else 
do the schooling. 


Noise Does Not Count 


SoME salesmen handicap their own efforts 
and make a bad impression by talking 
too much and often too loud. It is not 
the amount of talk that clinches a sale. 
It is the intelligence with which an ap- 
proach is made and the canvass given, 


the sincerity back of the work and the 
ability to apply insurance to the par- 
ticular needs of the person. It is not 
noise or extended talk that impresses a 
prospect. Statements should fit the 
prospect’s situation to hold his interest. 


Claim Men and Public Relations 


L. K. Bascock, secretary casualty claim 
division of the AETNA LiFe affiliated com- 
panies, in some recent public utterances 
points out the part that claim departments 
and adjusters should play in creating good 
will among insurance buyers. He declares 
that there is no department in a com- 


pany’s setup that can have greater influ- 
ence in this direction, because of the op- 
portunity offered to leave a _ friendly 
impression in the minds of claimants. This 
requires diplomacy and resourcefulness. 
RALPH H. KASTNER, associate counsel of 
the AMERICAN LIFE CONVENTION, took the 


same stand in his address before the CuI- 
caco CLaim AssociaTION. He said that 
the immense amount of money spent by 
various branches of insurance along edu- 
cational and public relations lines will have 
been in vain if men occupying such direct 
contact posts as claim men do not do their 
job well. He asserted that a company’s 
efforts at conservation can be shot full 
of holes in large areas or communities by 


a single case mishandled through lack of 
correlation between the agent, the claim 
man and the home office. In view of the 
ominous shadows on the horizon and dis- 
turbing influences, Mr. KASTNER made bold 
to say that the claim men and adjusters 
should be brought intimately into the pic- 
ture so that the force of their influence 
can be used in any sort of public relations 
work. 








PERSONAL SIDE OF THE BUSINESS. 





Vice-president Eugene L. Stritch of 
the National Life & Accident of Nash- 
ville, accompanied by Mrs. Stritch, his 
sister, and two brothers with their fami- 
lies, went to Chicago to witness the in- 
stallation ceremony where Archbishop 
Samuel A. Stritch, a brother, formerly 
head of the Milwaukee diocese of the 
Catholic Church was made head of the 
Chicago diocese. Archbishop Stritch is 
a native of Nashville, having served his 
church in his boyhood as altar boy. 

Vice-president Stritch entered the 
service of the National Life & Accident 
26 years ago as a clerk in the agents’ 
record division. He became assistant 
secretary in 1922, was made assistant 
vice-president in 1938 and _ vice-presi- 
dent last February. 

Hilliard W. Hughes, who was recently 
appointed agency director of the 
Nebraska branch of New York Life at 
Omaha, became a senior Nylic Dec. 31, 
1939, which entitles him to a life pen- 
sion. In 1938 he achieved the highest 
field honor of New York Life, the presi- 
dency of the. Top Club. He was then 
38 years of age. He was 19 years old 
when he got a job in the Kansas City 
office of New York Life. He soon saw 
the opportunities in the field and took 
up the rate book. He strove to attain 
club membership and didn’t miss that 
goal once since 1921. In 1938 he paid 
for $1,265,378. 

D. J. Haley, who joined New York 
Life at Kansas City in 1938 has just 
recently been made agency organizer at 
Omaha. His paid business in his first 
year exceeded $300,000. 


J. A. Blainey, a well-known figure in 
fire insurance circles, has been ap- 
pointed manager of sales for the Knott 
chain of hotels, with headquarters in 
New York City. The Knott chain is one 
of the largest of its kind in the United 
States, controlling 33 hostelries in the 
metropolis, and others in different cen- 
ters of the east. Mr. Blainey’s head- 
quarters are at Hotel Weston, 34 East 
50th street, New York City. He will 
make arrangements for any insurance 
people. 

. I. Parkinson, president of the 
Equitable Society, has been presented 
an alumni award of merit by the Gen- 
eral Alumni Society of the University 
of Pennsylvania. The award was made 
to Mr. Parkinson, class of 1902, “for his 
inspiring leadership in business as 
president of one of the world’s great 
insurance companies and director of im- 
portant corporations, for significant 
contributions to education in his alma 
mater and other institutions, and _ be- 
cause of productive activity in alumni 
affairs.” 

O. S. Spencer, 


Hartford, general 


agent Massachusetts Mutual in Con- 
necticut, was guest of honor at a lunch- 
eon in observance of his 25th anniver- 
sary in life insurance. It was attended 
by members of the Connecticut agency 
and A. T. Maclean, vice-president, who 
represented the home office. An_ in- 
scribed tray and thermos bottle were 
presented by C. C. Clare, manager of 
the New Haven district, who announced 
that a special 25-day effort instituted by 
the agents had resulted in their writing 
over $250,000 of business. 

Mr. Spencer entered the life insur- 
ance business in 1915 as an agent in 
the Hartford office of the Travelers. He 
was 21 at that time, and the youngest 
agent to represent it in the life and ac- 
cident division. In 1921, he joined the 
Connecticut General, being appointed 
assistant manager at New Haven, and in 
1924, in partnership with John B. Wal- 
lace, became general agent for New 
Haven and vicinity. In 1934, he re- 
turned to Hartford as general agent of 
the Massachusetts Mutual Life. 

W. C. Peck, manager Illinois de- 
partment Reliance Life, Chicago, has 
just returned from a Caribbean cruise, 
having stopped at Cuba and points 
along the South American coast. K. R. 
Ball, district manager at Chicago, is 
now in Florida and will go to Cuba be- 
fore returning. 

Sharpe W. Philpott, former secretary 
of the Oklahoma insurance board and 
candidate for insurance commissioner 
in the last election, is expected to an- 
nounce as a candidate for the state 
corporation commission. He is now 
with the New York Life in Oklahoma 
City. 

George Munsick, financial secretary of 
the Connecticut Mutual Life, visited 
G. Archie Helland, San Antonio general 
agent. Mr. Munsick is studying invest- 
ment conditions in Texas. 

Dr. W. R. Ward, medical director 
Mutual Benefit Life, has been elected 
president of the New Jersey Historical 
Society. 

Felix Wolff, manager policyholders’ 
service department Western Reserve 
Life, was awarded a gold key by the 
United States Junior Chamber of Com- 
merce as the outstanding man of San 
Angelo in 1939 at the annual banquet 
of the San Angelo Junior Chamber of 
Commerce. 

R. M. Clark, vice-president and comp- 
troller of the Continental Casualty and 
Continental Assurance of Chicago, is 
now back at his desk giving full time 
service after spending six weeks or so 
in the hospital and at home, having un- 
dergone an operation for gallstones. 
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while he was re- 
new daughter 


During this period, 
cuperating at home, a 
came to his household, making three 
graces for the Clark family. The 
youngster, very loyal to the Continental 
organization, chose her birthday the 
same day as that of President M. P. 
Cornelius of the Continental Casualty, 
who is also vice-president of the Con- 
tinental Assurance. 

W. R. Atkinson, Chattanooga general 
agent American United Life, and Mrs. 
Ella Wilson Spitler were married there. 

Dr. C. R. Henry, medical director 
Provident Life & Accident, was surprised 
on his birthday by many remembrances 
from the field force and the home office 
staff. He has been with the Provident 
since 1929. 

Alfred Hanson, assistant manager 
Prudential ordinary agency in Detroit, is 
expected to return to his office shortly 
after many weeks in the hospital follow- 
ing a severe automobile accident. 

W. D. Egly of South Bend, Ind., who 
was the organizer of Legion Life in 
1936, and who was president of Rural 
Bankers Life prior to the consolidation 
of the two companies last year, is now 
organizing Tower Casualty, which will 
be located in South Bend and will write 
automobile insurance. 

Philip G. Young, manager of the 
Golden Gate Agency of the Metropolitan 
Life in San Francisco, has become a 
grandfather with the birth of a son to his 
daughter, Mrs. Robert Meyer. The new- 
comer is named Philip Young Meyer. 


Mr. Young has served as secretary of 
the National Association of Life Under- 
writers and as president of the San 


Francisco association. 

Grover Knoernschild, assistant man- 
ager in the S. J. Herzberg ordinary 
agency for the Prudential in Milwaukee, 
observed his 30th anniversary. Mr. 
Herzberg officiated at a brief ceremony 
attended by the staff at which Mr. 
Knoernschild was presented with a 
company certificate and diamond serv- 
ice badge. 

F. P. Logan, Jr., Kansas City pro- 
ducer for the National Life of Vermont, 
has been named a member of the Kansas 
City board of police commissioners by 
Governor Stark. 

A. M. Hoose, special agent Pacitic 
Mutual Life, Carlsbad, N. M., has been 
in a hospital there with pneumonia, but 
is now recovering. 

E. W. Schedler, life manager of Fidel- 
ity & Surety Co. of the Philippines, 
general agents for the Occidental Life 
of California, was elected president of 
the Life Insurance Executive Associa- 
tion of Manila. 


DEATHS 


Miss Adele Picard, 55, member of the 
women’s division of the Hobbs agency 
Equitable Society, Chicago, died. She 
was formerly in the casualty department 
of W. A. Alexander & Co., Chicago, 
going with the Hobbs agency four years 








ago. She paid for about $125,000 an- 
nually, 

Fred C. Dibble, Akron, O., district 
manager Equitable Life of Bae who 


had been in the business sin 
from a heart attack. 

Albert S. Hannaford, 79, for 43 years 
assistant secretary of the National Union 
Assurance, Toledo, O., retiring nine 
years ago, died after two years “illness. 


> 1908, died 


The organization recently was merged 
with the Ben Hur. 
R. E. Johnson of Johnstown. Pa a 


member of the Greensburg agency of ‘the 
Ohio State Life, died there. 








LARGE OLD EASTERN MUTUAL CO. 
Just entering Western Iowa. Has very special 
Opportunity for consistent producers residing 
in Des Moines, Sioux City, Fort Dodge, Mason 
City or other ae Iowa point. Well 
known leading compa 
ADDRESS L-40, NATIONAL UNDERWRITER 

175 W. Jackson Blvd., Chicago. 








NEWS OF THE COMPANIES 





Republic Life Was 
Wrongly Included 


WASHINTON—In the report of 
testimony by A. M. Best, insurance pub- 
lisher, before the Temporary National 
Economic Committee, the Republic Life 
of Dallas was erroneously included as 
one of the life companies that failed. 
The error arose from misunderstanding 
a statement of the examiner, Gerhard 
Gesell, special counsel Securities & Ex- 
change Commission. In listing the 
failed companies covered in the study 
he said to Mr. Best: 

“The next one on the list is the Mis- 
sissippi Valley Life of St. Louis, which 
was reinsured in the American Life & 
Accident of St. Louis, Mo., the Detroit 
Life of Michigan and the Republic Life 
of Dallas, Tex. The Mississippi Valley 
Life went into receivership on April 
23, 1932. Is that correct?’ Mr. Best 
agreed. 

Failure to appreciate that the Missis- 
sippi Valley Life was reinsured not 
merely by a single company but by all 
three companies caused the correspond- 
ent to assume that in naming the De- 
troit Life and the Republic Life, Gesell 
was merely going on with his list of 
failed companies. This impression was 
strengthened when a routine check of 
reference books showed no company 
currently operating under the name of 
Republic Life. 

Actually the Republic Life was taken 
over in 1937 by T. P. Beasley and his 
associates and renamed the Republic 
National Life, with Mr. Beasley as its 
president. It did not fail nor did it 
cause loss to policyholders at any time. 


Southern Old Line Names 
J. H. Willis as President 


DALLAS — J. Hart Willis, formerly 
vice-president and general counsel of the 
Southern Old Line Life of Dallas, was 
elected president and general counsel at 
the annual meeting. L. C. Shine, for- 
merly secretary-treasurer, was advanced 
to executive vice-president and secre- 
tary-treasurer, and P. S. MacGregor 
was named vice-president and agency 
director. Mr. MacGregor and Mrs. C. 
C. Slaughter were added to the board. 

Mr. Willis, a member of the Dallas 
law firm of Thompson, Knight, Baker, 
Harris & Wright, joined the Southern 
Old Line when it was organized. Mr. 
Shine joined in 1930. He previously was 
with the Great Southern Life at Hous- 
ton in the actuarial and reinsurance de- 
partment. Mr. MacGregor, who has had 
sales managerial experience in other 
lines of business, joined the Southern 
Old Line late in 1939, in the agency de- 
partment. 


Des Moines Companies Are 
Moving Into New Quarters 


DES MOINES—Two Des Moines liie 
companies are preparing to undertake 
the huge task of transferring their offices 
to new quarters. 

The Bankers Life of Iowa is planning 
to move into its new $1,500,000 structure 
this week end. Company officials are 
planning on having the employes quit 
work in the present Liberty building on 
Friday and return to work on Monday 
to the new offices. 

The American Mutual Life will move 
into the 10th, 11th and 12th floors of 
the Liberty building after the Bankers 
Life vacates its quarters. 

The American Mutual has owned the 
Liberty building, a 12-story structure, 
for several years. It expects to be able 
to move from its present quarters about 
May 1 although some clerical depart- 
ments probably will begin moving as 
early as April 15. 

President W. F. Senn of the Amer- 





ican Mutual said it was decided to con- 
tinue the present name of the Liberty 
building. 


New Head of Farmer Mutuals 


George F. Johnson of New Hampton, 
Ia., has been elected president of the 
American Farmer Mutual Life and 
the American Farmer Mutual Automo- 
bile of Des Moines, succeeding William 
McArthur of Mason City, Pe who re- 
signed as president of the two companies 
because of the press of his duties as an 
administrator for the A.A.A. in Wash- 
ington. He had been president since 
1929. Mr. Johnson has been a director 
of the companies for nine years. 


Lambert's Petition Dismissed 
LANSING, MICH.—Petition of S. A. 
Lambert, former president of the Agri- 
cultural Life of Detroit, to intervene in 
the proceedings involving the company 
which brought it under a departmental 
conservatorship two years ago, has been 
dismissed by Judge Carr of Ingham 
county circuit court. Judge Carr pointed 
out that Lambert, setting himself up as 
“a party in opposition to both plaintiff 








an 
re- 


defendant,” 
according to 


and 
intervenor 
quirements. 


fails to qualify as 
i statutory 





Bays Launches New Company 


Articles of incorporation have been 
filed at Olympia, Wash., for the 
Olympic National Life of Seattle by 
B. R. Bays, W. W. Curtis and George 
E. Flood. Capital is $200,000. Mr. Bays 
was formerly president of the Service 
Life of Omaha and went to Seattle 
a few years ago, where he organized 
the Olympic Mutual Life. 


Receiver for Universal Life 

C. N. Ottosen, deputy commissioner 
of Utah, has been appointed receiver of 
Universal Life of Salt Lake City, which 
until recently was located at Elko, Nev. 
Mr. Ottosen states that he will seek to 
bring about reinsurance of policies of 
members in good standing. He ad- 
vises the members that desire to re- 
tain their insurance to continue to pay 
the premium to the receiver. 





Cosmopolitan Formula Approved 
LINCOLN, NEB.—A formula for the 


distribution of the thrift surplus fund 
of the Cosmopolitan Old Line Life was 
approved by District Judges Broady and 
Chappell. It was prepared by the Lin- 
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Financial Statement December 31, 1939 | 
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Mortgage Loans 


Policy Liens a Seeen Wicceses 


Real Estate and Contracts of Sale 
Collateral Loans 


OSS SSS Sec creee 


Less assets not used in reserve fund................... 


| RESERVES AND LIABILITIES 


Reserves for Policyholders....... 


Reserves for Claims Payable 


pleted 


Reserve for Coupons and Dividends to Poliecyholders. .. 
Reserve for Premiums and Interest Paid in Advance.... 
Reserve for Taxes Payable in 1940 
Reserve for All Other Liabilities. 


Surplus for Contingencies (fluctuation asset 


account) 


Surplus Unallocated ............ 


| Total Surplus 


TOTAL RESERVES AND LIABILITIES............ $10,824,887 88 


Total paid beneficiaries and living policyholders since organization 
. more than $12,500,000.00 


INSURANCE IN FORCE DECEMBER 31, 1939........ $42.538.397.00 


ASSETS 


Calg aut Wich aie CG os sw «oe chin een ceceeescceds $ 258,366.42 


pn a Oe eee 


ee ee 


Premiums (secured by legal reserve) ...............++- 
Other Unclassified Assets........ 


CO ETE TOO CC TE TPE CTE. $10,990,494.67 


Total Admitted Assets......... 


in Installments 
Amounts Held Under Supplementary Contracts. . 
Reserve for Claims Unreported and Proofs Not Com- 


Ber ety mer 281,584.59 


1,123,005.95 
881,501.23 
1,448,916.67 
3,929,222.59 
3,372.096.51 | 
33,238.03 
176,509.97 
170,636.34 


165,606.79 


ere ene $10,824.887.88 | 


175,289.93 


77,975.44 

6,379.93 
$7,823.45 
36,586.43 
56,825.43 


“$10 $43,303.29 
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a 
wenty — 
but there’s still a good berth for him in the Western Life’s 


non-pressure agency organization. 


He’s been with the Western Life for 
fully growing old in its service. 


years and is grace- 


Growing old, happily, too, we well can add, for when 
one is making good money and is not “under the gun” 
for volume and more men, silver hairs don’t matter. 


In 1939 his cash income was $4,908.97 ; $2,796.78 from 
personal production and $2,112.19 from agency organiza- 
tion. All this ina city of 15,000 on a personal production 
of $95,607 and an additional $111,357 from a small ageney 
organization. 

General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, Utah and Wyoming. Look up 
our financial statement. 


WESTERN LIFE 
INSURANCE COMPANY 
MONTANA | 


Assets $14.903,973 LEE CANNON 
Surplus $2,350,000 Agency Vice President 


HELENA 


R. B. RICHARDSON 


President 








Ideal Protection Policy 


A Convertible Term Policy for 
the Productive Period of Life 


Policy issued at age 35 provides term 
insurance to age 69. The policy is con- 
vertible prior to age 60 without exam- 
ination. Waiver of Premium and 
Accidental Death Benefits may be in- 
cluded. Also issued on sub-standard 


lives. 


INSURANCE COMPANY 


Founded 1850 
120 West 57th Street 
New York, N. Y. 














coln Liberty Life, reinsurer of the former 
Cosmopolitan, and has the approval of 
the insurance department. No objections 
were filed. The court held that the 
formula provides for a ratable and equi- 
table distribution of thrift surplus funds. 


Hearing on Teachers Annuity 
AUSTIN, TEX.—Judge Yarborough 
in 53rd district court here has set for 
hearing April 15 the state’s suit for for- 
feiture of charter of the Teachers An- 
nuity Life of San Antonio. It is held 
that the charter is void because $100,000 
has not been paid. There was a payment 
of capital stock by transfering equity in 
a building. Following a hearing by the 
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will be determined. 


Western Reserve Moves to Austin 

AUSTIN, TEX.—Home offices of the 
Western Reserve Life are being moved 
from San Angelo to Austin. A. F. Ash- 
ford is president. Assets total $1,300,000. 
There is $16,000,000 insurance in force. 
3ranch office will be maintained in San 
Angelo. About 40 employes are being 
brought here. 





The United States Life has elected two 
new directors: G. . Selser, executive 
vice-president U. S. Life, and A. B. Park, 
vice-president American International 
Underwriters Corporation. 


AMONG COMPANY MEN 





D. L. Harp Vice-president of 
Great American Life 


Senator DPD. Leon Harp has_ been 
elected vice-president of the Great 
American Life. lor several years he 
has been securities commissioner of 
‘Vexas. Two years ago he was elected 
president of the National Association of 
State Securities Commissioners. He is 
now in his new post, having resigned 
the state office. 

Senator Harp, a long time friend of 
President C. E. Becker, will supervise 
expansion of the Great American's ac- 
tivities in the annuity field in’ several 
additional states where the company 
anticipates doing business in the near fu- 
ture. He has served under six different 
secretaries of state of Texas and has 
made the Texas securities (or “blue 
sky") act a law feared by racketeers and 
swindlers. 

The Great American entered its tenth 
year in February. It has had a phenom- 
enal, yet substantial and conservative 
erowth. Significant increases were made 
during 1939 and the first two months of 
1940 show even more substantial gains 
over the corresponding months of 1989. 


Jordan Named Vice-president 
C. C. Jordan, formerly in charge of 
the investment department of the South- 
land Life, was advanced to vice-presi- 
dent at the annual meeting. 
Names Canada Loan Manager 
The New York Life has appointed 


F. A. Black, mortgage loan manager for 
Canada, with headquarters at Toronto. 





Mid-Continent Life’s New 
Agency Vice-president 








LEONARD 


R. EF. 


R. EE. Leonard has been elected agency 
vice-president of the Mid-Continent 
Life of Oklahoma City. He is a grad- 
uate of North Texas Teachers College. 
He quit school work to join the Mid- 
Continent Life in 1915. He comes from 
good farm stock, having his home in 
Wise county, Tex. He took the rate 
book for the Mid-Continent Life and 
became a successful salesman. He was 
made field supervisor in 1925 and 10 
years later was appointed agency man- 
ager. Since 1935 he has had complete 
charge of all agency affairs. 


A native of Kemptville, Ont., Mr. Black 
has had wide experience in the insurance 
business in Canada and the United 
States and was at one time vice-president 
of the Life Underwriters Association of 
Canada. He was superintendent of agen- 
cies for the Mutual Benefit Health & 
Accident in Canada before taking his 
present: position, 


Named Canadian Division 
Inspector of Manufacturers 


Manufacturers Life has 
F, A. 


appointed 
Nicholson, formerly manager at 
Winnipeg, as_ in- 
spector, Canadian 
division. He joined 
Manufacturers Life 
in 1927 as a mem- 
ber of the New 
Brunswick organi 
zation, later becom- 
ing inspector and 
subsequently man- 
ager at St. John in 
1931. In 1932 he 
was appointed man- 
ager at Seattle, and 
worked in that ca- 
pacity until he was 
appointed manager 
at Winnipeg in 1936. Mr. Nicholson is 
BG Nake. 


Hugh Hart a Director 


Hugh D. Hart, who was recently 
elected vice-president of the Illinois 
Bankers Life in charge of production, 
has been made a member of the board 
of directors. The annual agency con- 
vention will be held at the Edgewater 
3each Hotel, Chicago, Aug. 19-21, when 
Mr. Hart will be in charge. 





F. A. 


Nicholson 


New North American Officers 
North ‘American Life of Canada an- 
nounces that E. Morton and V. X. Mc- 
Enaney have been made officers of the 
company. Mr. Morton has been adver- 
tising manager for some years and re- 
tains this _ title. Mr. McEnaney, 
formerly supervisor of education, has 
been made supervisor of field service. 


New Union Life Officials 


John M. Miller, III., has been elected 
second vice president in charge of in- 
vestments and a director of Union Life 
of Richmond, Va. Milbourne Neighbors 
has been elected assistant secretary. 

Mr. Miller has been connected with 
banking and financial houses in Rich- 
mond and in Gastonia, N. C., for a num- 
ber of years. Mr. Neighbors has been 
with Union Life since 1936 and for the 
past year has been auditor of accounts 
at the home office. 





Wood Named Agency Supervisor 

J. A. Wood, formerly of Oklahoma 
City, has keen appointed agency super- 
visor of the Great American Life at the 
home office in Hutchinson, Kans. He 
succeeds Howard C. Wilson who con- 
tinues as a personal producer. 


E. E. Hawkes, Buffalo general agent 
State Mutual Life, discussed life insur- 
ance at a meeting of the Buffalo Master 
Bakers Association. 
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Has New Setup in Chicago Agency 


National Life of Vermont has made 
a change in its Chicago general agency, 
appointing Arda C. Bowser as general 
agent, effective April 1, and Marc A. 
Law, associate general agent. Mr. Law 


has been general agent there since early 
For some time he has desired 


in 1930. 


ity On business life insurance and on the 
use of life insurance for meeting the 
demands of federal estates and state in- 
heritance taxes. He has specialized on 
this business since the first estate tax 
law was passed more than 20 years ago. 
Mr. Law has contributed many articles 





ARDA C. BOWSER 
General Agent 


to devote more tinie to his large clientele 
and to work as a consultant on estate, 
income and gift tax matters concerning 
life insurance and annuities. He has al- 
ways béen a very large personal pro- 
ducer but has not had so much time to 
devote to this end since he became gen- 
eral agent. 

The Chicago office is being increased 
in size about 25 percent and completely 
modernized and refurnished. 


Bowser from Home Office 


Mr. Bowser is a graduate of Bucknell 
University and was a varsity football 
star there, winning the all-American 
fullback designation. He has had con- 
siderable sales experience, for eight 
years being distributor for White Motor 
Company in several states with head- 
quarters in Chicago. He goes from the 
National Life of Vermont home office, 
where he has been director of the salary 
allotment insurance department. 

Mr. Bowser entered life insurance 
work in 1930 as agent with the H. J. 
Johnson general agency of Penn Mutual 
at Pittsburgh. He was successful from 
the start and ‘was appointed general 
agent of the Penn Mutual at Buffalo a 
year later. After a few years there he 
became salary savings supervisor of the 
FE. A. Woods agency of Equitable So- 
ciety at Pittsburgh. Then he = was 
drafted by the National of Vermont to 
help instal the salary savings insurance 
department at the home office and be- 
came its manager. He traveled consid- 
erably throughout the country, familiar- 
izing the agents with this line. 

Mr. Law has been in life insurance 
work for 28 years, all at Chicago. In 
1912 he became an agent under George 
Pick, then general agent of the Mutual 
Benefit at Chicago, later becoming his 
assistant and remaining until 1919. Then 
for four years he was an agent con- 
nected with the Everts Wrenn general 
agency of State Mutual at Chicago, was 
leading producer of the agency and well 
up among the leaders nationally. 

Mr, Law was appointed associate gen- 
eral agent of National Life of Vermont 
at Chicago in 1924 when S. C. Woodard 
was general agent, and when Mr. Wood- 
ard resigned in 1930 to take another 
connection, Mr. Law was appointed gen- 
eral agent. 

He is nationally known as an author- 


MARC A. LAW 
Associate General Agent 


on these subjects to insurance publica- 
tions. 

A. E. Littig, western supervisor at 
the home office was in Chicago making 
the arrangements. 

Mr. Law will continue the substantial 
business in brokerage and surplus lines 
which he has built up. 





Connecticut General Has 
New Colorado Arrangement 








Cc. EARL DAVIS 


C. Earl Davis, who for some years 
has been one of the prominent factors 
in the life insurance affairs of Denver, 
has been appointed Colorado manager 
for Connecticut General Life. His 
headquarters will be at 1008 Patterson 
building, Denver. 

For the past 20 years Connecticut 
General has operated in Colorado 
through Stough-Vincent, a fire and cas- 
ualty general agency of Denver. Stough- 
Vincent will continue to represent Con- 
necticut General as agents for life, acci- 
dent and health. 

Mr. Davis commenced his insurance 
career in Denver in 1927 with the 
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cn 


George N. Quigley agency for Provi- Fenton. E. F. White of Dallas is the 


He made a consist- 
He is 


dent Mutual life. 
ent yearly record in production. 


a past president of the Colorado Life 
Underwriters Association, past presi- 
dent of the Colorado Mountain Club 


and a past vice-president of the Den- 
ver C.L.U. He is now president of the 
Civic League of Denver. 





Minton Milwaukee Manager 


H. Lee Minton, who for eight years 
has been associate manager of the Mil- 
waukee branch of the Travelers, has 
been appointed manager. He entered the 
Travelers organization in 1924 and 
served as agent, field assistant and as- 
sistant manager in the Oklahoma City 
branch and assistant manager in Mil- 
waukee. 

T. H. Ritchie, who has been manager 
in Milwaukee since 1918, retired March 
1. Mr. Ritchie first represented the 
Travelers in the Phil Grossmayer 
agency in Portland, Ore. He will con- 
tinue with the company on a commission 
basis. 


Brown Now Assistant Manager 


E. Y. Brown, formerly an agent of 
Connecticut Mutual Life in the Fort 
Worth agency, has been advanced to 


assistant manager under Manager Jack 


general agent. 


O’Shea Is Agency Director 
of North American Life 


Gregory O’Shea has been appointed 
agency director of the North American 


Life of Chicago, with 

















GREGORY O'SHEA 


headquarters in 
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so that they can earn 
with a superior line of 


cost. 





EFFICIENCY DEPENDS 


not upon mechanical devices, but upon men. 


The goal of The Franklin is to develop men 


more; to multiply the 


effectiveness of their efforts by equipping them 


policies which fill every 


insurable need and desire at the lowest possible 


This is one of the elements which make The 
Franklin Opportunity so attractive to agents. 


Fifty-six Years of Distinguished Service 


™ FRANKLIN 


LIFE INSURANCE COMPANY 
Home Office Springfield, Illinois 





CHAS. E. BECKER, President 








Over $177,500,000 Insurance in Force 
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St. Louis. He entered the business in 
the home office of the Central States 
Life of St. Louis. After a number of 
years of service in various departments 
he joined the agency force and became a 
manager. He has had 20 years’ experi- 
ence in life insurance. He has had 265 
weeks of consecutive personal produc- 
tion. Paul McNamara, vice-president, 
went to St. Louis to install Mr. O’Shea 
and gave a welcome dinner attended by 
the agents. He will have charge of the 
central division. 


Haines to Philadelphia 


Casper W. Haines, with the Des 
Moines agency of the New England Mu- 
tual Life for 12 years, has been named 
assistant general agent in the Albert W. 
Moore agency of the New England Mu- 
tual in Philadelphia. He has established 

high production record in the Des 
Moines agency. 





Hardy Named in Seattle 
Frederick A. Hardy of Seattle has 


been named general agent in northwest- 
ern Washington for the Mutual Trust 
Life of Chicago. He is a quarter mil- 
lion dollar producer. 


Dale Becomes Special Agent 

E. E. Dale, who has been an agent 
of Great Southern Life at Dallas, has 
joined the New England Mutual Life 
there as special agent. He became an 
agent at Oklahoma City for the old 
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gq There is all the difference in 
the world between being un- 
known in the Home Office and 
being recognized as an individ- 
ual—a valued salesman who has 
a first name and a personality. 


gq Central States Life isnot too 
big. It doesn’t have so many 
agents that a fellow is lost in 
the shuffle, nor does it have so 
much new business that we 
can’t take time out to tell a 
salesman his $2000, $3000, or 
$5000 app is appreciated. 


¢ ALL you earn is yours, too, 
in Central States Life because 
we believe the man who makes 
the sale deserves ALL the com- 
mission. Our direct Home Office 
contracts make this possible. 


If you live in Mo., Ark., Okla., 
Tex., Wyo., Utah, Calif., or Fla., 
write J. DeW itt Mills, Vice-Pres., 


**Field Features’ and 


agency information. 


CENTRAL 
STATES 


LIFE INSURANCE CoO. 
3663 Lindell Blvd. St. Louis, Mo. 


jor a copy of 


Alfred Fairbank, Pres. 


a 








Missouri State Life and later was gen- 
eral agent of Lincoln National Life at 
Oklahoma City. Mr. Dale was Dallas 
manager of Great Southern for three 
years before he returned to personal pro- 
duction. He is past president of Okla- 
homa City Managers & General Agents 
Club and past vice-president Oklahoma 
Association of Life Underwriters and a 
director of Dallas association for three 
years. 





Des Moines Agency Being 
Run by Father and Son 


Father and son will now operate the 
Connecticut Mutual Life agency in Des 
Moines, with the agency name changed 
to Fisher & Fisher. 

Claude Fisher, who has been general 





SHERRY R. FISHER 


agent 34 years, has made his son, Sherry 
R. Fisher, a member of the firm. Young 
Fisher has been associated with his 
father in the agency for 10 years. He 
joined the organization shortly after his 
graduation from college. He has been 
successively, agent, supervisor and asso- 
ciate general agent. 





Makes Changes in Texas Field 


R. W. Caruth, formerly agency man- 
ager, was advanced to agency supervisor 
and field man for Texas by Guardian 
Life of Dallas, with headquarters in Dal- 
las. He formerly was manager of the 
home office agency of Time Life of 
Dallas before that company was rein- 
sured by the Guardian in 1939. Other 
field changes include the transfer of 


with the 


Curtis Ripley from Waco to Dallas as 
field superintendent for the Dallas No. 1 
district, and advancement of Raymond 
Barnes to field superintendent at Waco 
and Jess Beberstein to manager of Dal- 
las No. 2 district. 





England to Volunteer State 


J. M. England was appointed general 
agent at Dallas by Volunteer State Life, 
succeeding Walter Peck, resigned. Mr. 
England, a past president of Dallas As- 
sociation of Life Underwriters, quit the 
electrical business to join the Dallas 


agency of Kansas City Life nine years 
ago. After six years there he joined 


the Reliance Life, and later was made 
manager at Dallas by Reliance. 


Diehl B. M. A. Wisconsin Manager 


Gilbert A. Diehl of Milwaukee has 
been appointed Wisconsin manager for 
Business Men’s Assurance. He succeeds 
Walter Rhodes, who has joined Conti- 
nental Casualty as supervisor at the head 
office. Mr. —— has been connected 
with B. M. A. since 1937 and has been 
a leading producer. He is vice-president 
of the 1940 Life Club. 





Colorado Life Appointments 


Carl Cleavenger was appointed gen- 
eral agent in charge of the new agency 
opened at San Antonio by the Colorado 
Life. E. R. Archambeau, formerly a 
banker at Wichita Falls and since 1926 
general agent of Reliance Life at Am- 
arillo, was appointed supervisor for west 
Texas for Colorado L ife, with headquar- 
ters at Amarillo. 





Moses Moved to Austin, Tex. 


M. W. Moses, agency manager at 
Tyler, Tex., for the Texas Prudential of 
Galveston was transferred to Austin. He 
will spend a portion of each month in 
the east Texas district. 


AGENCY NOTES 


American Reserve Life has appointed 
L. A. Vaughan general agent at Fort 
Dodge, Ia. He was formerly with New 
York Life and is secretary of the Fort 
Dodge Life Underwriters’ Association. 

The Aetna Life has appointed Eugene 
O’Keefe district agent at Hutchinson, 
Kan. He is a former president of the 
Hutchinson Life Underwriters Associa- 
tion and resigns a similar position with 
the Midwest Life of Lincoln. Prior to 
that he represented the Union Central. 

R. S. Gummere has been appointed 
general agent of the Minnesota Mutual 
Life at Corpus Christi, Tex. 


With 
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Named John Hancock 
Special Agent at Dallas 

















WALTER H. PECK 


The appointment of Walter H. Peck 
as special agent of John Hancock Mu- 
tual Life is announced by Ricks Strong, 
general agent in Dallas. 

Mr. Peck has been a resident of Dal- 
las for 31 years, entering the life insur- 
ance business in 1931. He is a member 
of the Texas Leaders Round Table and 
is active in the Junior Chamber of Com- 
merce and the Big Brothers Club. After 
attending the Terrill School for Boys at 
Dallas, Mr. Peck graduated from Cen- 
tenary College in 1928. 








ment as a special agent in Madison, 
Wis., and little previous experience in 
life ‘underwriting, Frank Oetking has 
achieved the record of being second 
high man among Prudential agents in 
volume during the first two months of 
1940. Mr. Oetking is associated with 
S. J. Herzberg agency. 





Nebraska Premiums Totaled 


Premiums of Nebraska stock life com- 
panies in that state in 1939 amounted 
to $3,559,678. Premiums of foreign stock 
companies were $5,695,620, Nebraska 
mutual companies $1,108,186; foreign 
mutual companies $16,022,473; ‘Nebraska 
burial associations $15,376; Nebraska 
fraternals $448,796 and foreign frater- 
nals $2,302, 164, 














HE PROGRESS of the Manufacturers Life since 
1887 is reflected in its strong financial position, 
a growing volume of insurance in force and a virile 


agency organization. 


Today 590 MILLION DOLLARS of insurance 
(including Deferred Annuities) is owned by 255,000 
POLICYHOLDERS, and the company administers 
assets of 17714 MILLION DOLLARS for their benefit. 
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LIFE SALES MEETINGS 





Salesmen Make Excellent 
Record for A. M. Embry 


The A. M. Embry agency of the 
Equitable Society at Kansas City al- 
ways conducts an annual birthday cam- 
paign in his honor. Mr. Embry not 
only is head of the agency there but he 
is superintendent of agents for the far 
west. There were 1,175 applications 
received for $3,109,228 insurance in the 
five weeks, with 164 agents participat- 
ing. O. D. Mitchell of Hays, Kan., yor 
the head man. John J. Loftus, Jr, 
Kansas City led the new pn 
A. D. Hemphill of St. Joseph, Mo., dis- 
trict manager, was in charge of the 
campaign this year. There were 106 
agents qualified, and with their wives 
there were 244 present at the banquet. 
Among the guests were President 
Parkinson and Assistant Secretary A. P. 
Carroll from the head office; W. V. 
Woody, agency manager at Chicago; 
Homer Jamison, agency manager Okla- 
homa City, and A. M. Sloan, home of- 


fice instructor. The head men by 
districts were as_ follows: O. D. 
Mitchell, Hays; John J. Loftus, Jr., 
Fink; E. Rose, St. Joseph; E. C. 
Hodder, Holderman; W. G. Barclay, 
Wichita; C. C. Hedges, Joplin; L. R. 
Smith, Topeka; John G. Phillips, Ned 
Embry, John W. Sames, Columbia. 





George Washington Convention 


A gain of 22 percent in paid for busi- 
ness in 1939 over 1938 and an 11 per- 
cent increase in insurance in force was 
reported to agents of the George Wash- 
ington Life of Charleston, W. Va., at 
the annual agency convention at White 
Sulphur Springs, W. Va. A _ banquet 
with L. W. James, president, as toast- 
master, closed the two-day session. A 
general agents’ conference with D. W. 
Dunbar, vice-president and treasurer, in 
the chair was a feature. Chairman of 
the first day session was L. G. Thomp- 
son, secretary and actuary, while L. L. 
Osborn, assistant agency manager, pre- 
sided the second day. 

A highlight of the banquet was the 
presentation of cups to L. H. Hall, 
Elizabethtown, Ky., and M. L. Crowder, 
for their achievements in president’s 
month. : 


Meet in New Orleans Oct. 17-19 


Oct. 17-19 have been selected as the 
dates for the 1940 annual meeting of the 
Big Game Hunters Club of the Texas 
Prudential in New Orleans. 








Mutual Trust Conference 


FORT DODGE, IA.—Iowa and Ne- 
braska agents of the Mutual Trust Life 
will meet here March 30 for a confer- 
ence. E. A. Olson, president, and other 
home office representatives will speak. 


Eastern General Agents 
of Union Mutual Gather 


The leading eastern general agents of 
Union Mutual Life were called to Bos- 
ton for a meeting. This was an all-day 
session and was presided over by Presi- 
dent Rolland E. Irish. About 25 general 
agents were present and these men were 
introduced to representatives of the new 
accident and health department. The 
purposes and aims of the ne order 
were dealt with in detail and an analysis 
was made of various policy forms. A 
banquet followed, and Commissioner 
C. F. J. Harrington, of Massachusetts, 
was the guest speaker. Present also as a 
guest was Senator E. S. Oppenheimer. 

President Irish acted as master of 
ceremonies and called upon Fred Jordan 
of the home office agency of Union 
Mutual Life for the address of welcome 
to the new members of the accident and 
health department. Vice-president Ches- 
ter W. McNeill responded. This was 
followed by a theater party. 





Metropolitan’s Michigan Meeting 

About 100 leading producers of the 
Metropolitan Life in Michigan attended 
the 30th anniversary celebration in Lans- 
ing of the $100,000 Club. Commissioner 
Emery of Michigan spoke at a luncheon. 
Everett H. Smith, agency supervisor 
from the home office, discussed “Modern 
Life Underwriting.” H. O’F. Barrett, 
Grand Rapids manager, was chairman 
and 5... ‘€. Peters, Lansing manager, 
greeted the visiting agents. L. W. For- 
tier, Flint’s best producer, talked on 
“How to Place $100,000.” 








CHICAGO 


BAXTER AGENCY 





HAS OPENING 


L. H. Baxter, newly appointed man- 
ager of the Central Agency of Federal 
Life in Chicago, held open house there, 
with many associates and friends in the 
business attending. L. D. Cavanaugh, 
president of Federal, and George Bar- 
more, vice-president and superintendent 
of agencies, inspected the new agency, 
which is in the home office building. 
Mr. Baxter formerly was Chicago man- 
ager of Girard Life. Associated with 
him are S. R. Cooper, who for many 
years has been connected with Mutual 
Life of New York, and is associate man- 
ager of the agency, and B. L. Zinder, 
head of the accident and health depart- 
ment, also an experienced man, who 
formerly was with Mutual Benefit 
and Massachusetts Accident. A buffet 
luncheon and refreshments were served. 





CANTELON GROUP SUPERVISOR 


Gordon Cantelon has been appointed 
group supervisor by Earl M. Schwemm, 





mission and bonus, 


tunity. 
Address -L-39, 


Chicago, Tl. 





) E want a man who knows how to appoint agents and 
get them into production, and who can produce personal ~- 
business. We are ready to start a development program in 
Illinois, and the states adjacent to it. To the right man, we 
will assign part or all of a state, and pay a salary, com- 


Those replying should be 25 to 35 years old. This is not a 
routine, average job. It is a real business building oppor- 


Care The National Underwriter, 
175 W. Jackson Blvd., 








Chicago manager of Great-West Life. 
The agency’s group department is being 
enlarged and additional space taken in 
the office for the group facilities. The 
Schwemm agency began to develop 
group production only about eight 
months ago. 

Mr. Cantelon formerly was in the 
group accident and health department 
of the Zurich at Chicago. He is a son 
of H. L. Cantelon, branch manager of 
the Sun Life of Canada at St. Louis. 
The agency’s increase in space is the 
second since the Schwemm agency 
moved into the Field building at Chi- 
cago in July, 1936. 





PORTER GOES WITH WIESE 


E. F. Porter, manager of the Mutual 
Trust Life’s home office agency in Chi- 
cago, has resigned and has been ap- 
pointed assistant agency manager by R. 
J. Wiese, general agent Northwestern 
National Life there. Mr. Porter will 
build a new unit in the agency. He has 
been in life insurance work for 10 years 
at Chicago and has been Mutual Trust 
manager for about three years. 





L. J. FOHR AGENCY MOVES 


The Louis J. Fohr agency of the Con- 
necticut Mutual Life in Chicago, whose 
headquarters have been in the Midland 
building, has moved to Room _ 1060, 
208 South LaSalle street. Mr. Fohr 
has built up a profitable and growing 
agency. He is highly regarded by all 
in the fraternity. 

April 1 the agency will hold a house 
warming in celebration of its 15th anni- 
versary as general agent of Connecticut 
Mutual. Mr. Fohr opened his office 
originally in 208 South La Salle street, 
remaining there seven years. Then he 
moved to 176 West Adams street, where 
he has been located for the past eight 
years. In January the agency was third 
in paid for business for the company 
in the United States. A gain also was 
made in 1939 over the previous year. 
Each successive year the agency has 
made a substantial gain in insurance 
in force. Mr. Fohr has built up a siz- 
able agency and has shown ability in 


training and developing successful 
agents. He is also a large personal 
producer. 





Marshall Goldberg, all-American half- 
back, who graduated last June from the 
University of Pittsburgh, has gone with 
the Samuel Lustgarten agency of the 
Equitable Society in Chicago on a full- 
time basis. He is already making good. 








Union Southern Indusirial 
Business Is Purchased 


DALLAS — Industrial business of 
the Guardian Life of Dallas was in- 
creased approximately $560,000 with ac- 
quisition of the industrial department of 
the Union Southern Life of Dallas, 
Elmer Adams, vice-president and gen- 
eral manager Guardian Life, announced. 

Stockholders of Guardian added G. S. 
Weever, who was made a vice-president 
in the latter part of 1939, to the board 
at the annual meeting. 





Disney Seeks $1,500,000 Cover 


LOS ANGELES—Walt Disney, pro- 
ducer of “Snow White” and other mo- 
tion pictures, has applied for $1,500,000 
10 year term insurance in connection 
with new preferred stock financing of 
the Walt Disney Studios. 

The insurance is being taken out by 
the company with proceeds payable to 
preferred stockholders should Mr. Dis- 
ney die before April 1, 1944. 

If this line is issued it will make a 
total of $2,110,000 on Mr. Disney’s life. 


Holmes Seeks Renomination 


BUTTE, MONT.—J. J. Holmes, who 
has been Montana commissioner since 
1933, has filed for renomination on the 
Democratic ticket. It is expected that 
George P. Porter, who held the position 
from 1919 to 1932, will file on the Re- 
publican ticket. 





Heads Committee on 
Commissioners Rally 








R. E. HALL 
R. E. Hall, who is serving as chair- 
man of the executive committee of 


Hartford insurance men in connection 
with the convention there of the Na- 
tional Association of Insurance Com- 
missioners, is associate counsel of the 
Aetna Life companies. He is always 
one of the popular and busy men at 
these conventions. 








Club Changes Designation 

The Equitable Society has changed 
the designation of its App-a-Week Club. 
It is now the Life-a-Week Club. The 
Equitable states that the change in 
name emphasizes the service concepts 
of adequately insuring a life as con- 
trasted with merely writing an applica- 
tion a week and sometimes for only a 
nominal amount. 





FOR 
FEDERALLY 
INSURED 


INVESTMENTS 


up to 


$500,000 


Current rates of 4% are se- 
cured for you on Investment 
Accounts ranging from $1,00C 
to $500,000. The entire 
amount of money you invest 
at 4% is Federally Insured! 


Your funds are amply avail- 
able... exempt from normal 
Federal Income Tox ... non- 
fluctuating in principal... and 
absolutely safe. 


Offering Federally Insured 
Savings & Loan Associations 
- +. all members of the Federal 
Home Loan Bank System...we 
act as your advisor in the place- 
ment of Investment Accounts... 
place with groups of associa- 
tions in units of $5,000, using 
ourlists and current statements. 
No fees or brokerage charges. 
Insurance Companies, Trusts; 
State-Chartered Building & 
Loan Associations, and State 
Banks (in some States) are 





WRITE legally permitted to invest in 
FOR Federally Insured Savings & 
Loan Associations. 

DETAILS 


Without obligation .. . ask for 
particulars— WRITE OR WIRE. 
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Agent's Success Depends on 
Own Morale and Security 


High morale of the men is essential in 
every ye age whether it be mili- 
tary oO - business, for only on this basis 
can pose of the executives be carried 
out quickly and correctly, Ray H. Fin- 
ger, superintendent of agencies of Sun 
Life of Canada in charge of eastern 
United States territory, told the Agen- 
cies Committee of Pittsburgh at a meet- 
ing. 

“An organization with high morale is 
quick to carry out orders; as morale de- 
clines, there is increasing resistance to 
orders and suggestions; when it becomes 
low, there is first, passive resistance, 
then active resistance,” he said. 


Selling Not a Routine Job 


‘A man whose morale is bad can run 
an adding machine and do a_ passable 
job. He will take more time and make 
more mistakes than necessary, but he 
can complete the job and strike his bal- 
ance. It is a routine task which requires 
particular initiative or ‘enthusiasm. 
There are many other such routine 
but selling life insurance is not one of 
them. 

“Initiative and enthusiasm are the 
agent’s stock in trade. You can drive a 
horse to water and you can drive an 
agent into the street, but neither will 
the horse drink nor the agent sell un- 
less he wants to. The agent’s mission is 
to transmit enthusiasm—and how can a 
man transmit what he does not have? 

“Men tend to have good morale when 
they believe that they are making rea- 
sonable progress toward their objectives. 
If this is true, then any action will im- 
prove morale if it hastens this progress, 
and conversely, any action which im- 
pedes progress towards the objective 
will hurt morale. 


ho 


. 2 
JODS, 


Tells Manager’s Responsibility 


“The manager who would maintain or 
improve morale must do those things 
which help his men attain their objec- 
tives. To do this, he must know what 
these objectives are, and he must be 
very sure that these individual objectives 
are reasonable and in harmony with the 
objective of the agency. 

“What help can the agent rightfully 
expect from the manager? What is im- 
portant from the standpoint of morale? 








"In the Spring the young 
man's fancy turns to 
thoughts of love." 


Yes, you're right Mr. 
Locksley Hall, and the 
Salesman who clicks that 
it's the time to sell him 
more insurance is the 
boy we'd like to add to 
our field staff. 


Nathwnal 


nsurance Company) 


Madison, Wisconsin 





Many of you started in this business 
without much help—some of you per- 
haps, for all practical purposes, with 
none at all. We do not believe that this 
talk of help means that some insidious 
form of decay has undermined the pres- 
ent generation. The agent’s problem to- 


day—as we all know only too well—is 
different in many ways from what it 
once was, and especially so in one im- 


portant particular—what the agent is led 
to expect. Perhaps the absolute amount 
of help is not so important as this: How 
well did the manager make good on what 
he said he was going to do? The big- 
gest factor in establishing good morale 
and satisfaction is the manager's ability 
and willingness to help his agents. 


Agent’s Conception Is Test 


“Morale depends not upon what the 
manager thinks of his own intentions 
and effectiveness, but upon what the 
agents think. It isn’t what you tell a 
man that counts, it’s what he accepts. 
Morale depends upon the agents’ own 
conception of the managers’ attitude 
toward them. To build a loyal and en- 
thusiastic organization requires more 
than being a good fellow and a pleasant 
companion. 

“The qualities which make the great- 
est contribution to morale are qualities 
of the heart rather than the head: gen- 
erosity, sympathy, interest and willing- 
ness to cooperate, fairness and sincerity. 
All these tend to build the agent up in 
his own estimation and give him a sense 
of emotional security. 

“Enthusiasm and friendliness are cer- 
tainly important, but taken by them- 
selves they tend only too often to degen- 
erate into back-slapping. 

Demands Emotional Strength 

“Selling life insurance makes bitter 
demands on the emotional strength of 
all but the exceptional agent. Only too 
frequently do his contacts tear down his 
self-esteem, and a very high proportion 
of his attempts to sell are unsuccessful. 
He needs much enthusiasm, high deter- 
mination, and a deep conviction regard- 
ing the worth of his mission. His. bat- 
teries need to be continually recharged. 
How many agents do you know who 
can do that without some help from 
outside ? 

“Life insurance has nothing to offer 
but contentment and security—these can 
not be effectively sold by unhappy and 
discontented men to whom, in their own 
lives, security is a stranger.” 


Gottschall to Talk in Columbus 


Walter L. Gottschall, Equitable So- 
ciety director of agencies, Chicago, will 
address the Columbus, O. Life Managers 
& General Agents Association Friday 
on “Our Jobs as Sales Managers.” 


Peterson Gives Talk 

Clarence W. Peterson, San Francisco 
manager Phoenix Mutual Life, spoke to 
the San Francisco Gener al Agents & 
Managers Association on “Forethought 
and Fortitude.” 


Mollenauer Succeeds Richards 


PITTSBURGH—Vernon S. Mollen- 
auer, of Connecticut Mutual, was elected 
president of the Pittsburgh Supervisors 
Club, succeeding Lewis C. Richards Jr., 
recently transferred to Baltimore as 
manager of the Sun Life of Canada, at 
the luncheon meeting March 12. 

F. H. Haviland, vice-president Con- 
necticut General, speaking on “Selection 
as Related to Morale,” said there are 
three fundamentals necessary to keep 
men in the life insurance business and in 


making them successful. These are se- 
lection, morale and technique. He pointed 
out the fallacy of attempting to follow 
several company or agency plans of mer- 
chandising. One unified plan gives the 
opportunity to standardize the training 
of new men as well as old, he said. 





The newly organized Managers’ Club 
of Evansville, Ind., held a meeting at 
which “recruiting” was the main discus- 
sion topic. President T. P. Cusack, 
Metropolitan, presided. 


POLICIES | 
Penn Mutual Scale 
Is Slightly Lower 





The Penn Mutual Life dividend 
schedule, effective July 1, will show a 
slight decrease in most instances. How- 
ever, there are many cases where a 


higher dividend will be paid than would 
have been the case if the current sched- 
ule had been continued. The most no- 
table increase comes at ages around 60. 

The accompanying table gives a 
summary of the schedule with accumu- 
lations based 3.25 percent interest. 


on 3.25 
At present the interest rate is 3.5. 



























Average Dividend ¥rs 
‘ies Accumulation to Yrs 
2 10 20 Pay to 
Age Yrs. Yrs. Yrs <Yrs: Up Mat 
Ordinary Life 
15 $3.58 $ 46 30 45 
20 3.79 49 29 43 
25 4.05 53 28 40 
30 4.41 57 at 6388 
35 4.66 60. 26 35 
40 4.76 63.: 25 33 
45 1.97 69. 24 31 
50 5.50 78. 23 28 
55 6.27 89.3 22 26 
60 7.01 99.5 20 «6 (Se 
65 7.21 12. 46 106.2 19 21 
20 Payment Life 
15 $3. 4.88 $ 45.00 $128.63 16 41 
20 > 5 16 38 
25 3.6 16 36 
30 3.§ E 16 33 
35 4.2 58. 90 16 30 
40 4.5 61.83 16 27 
45 4.5 67.37 16 24 
50 5. 76.59 16 21 
55 6. 88.20 16 20 
60 6 98.79 17 19 
65 : 106.27 326.65 17 18 
par Endowment 
20 $3. 9 $ 54.75 $159.91 17 19 
25 3.§ 7 58 167.44 17 18 
30 4.8 175.82 17 18 
35 4. 184.25 17 18 
40 4.§ if 2 #17 #18 
45 5.8 211.24 17 18 
50 6. 234.77 17 18 
55 rf 97.81 2 4 16 18 
60 8.2 110.22 2s 2 16 18 
Retirement miceme 65 
Male ? 
20 $ 50.85 $140.00 
25 54.89 149.96 
30 59.09 15 
35 2 
40 
45 
50 
55 117.46 
Retirement Income 65 
Female T 
20 $5.31 $ 50.86 $140.72 $3.64 
25 5.69 54.89 150.91 3.13 
30 6.11 59.09 162.17 2.67 
35 6.62 62.30 174.94 2.24 
40 7.41 67.68 195.03 1.86 
45 8.92 76.76 232.01 1.52 
50 *10.04 91.63 ae" 1.38 
55 *10.87 120.56 0.79 





*Average dividend to maturity. 
a, greens oe monthly income at 65 pro- 
vided by dividend accumulations. 


Enters Family Group Field 


State National Life of St. Louis 
entered the family group policy field 
with some variations of its own. Poli- 
cies are issued in amounts of $150 4 
$900 on each member of the family 
on individuals in amounts from $300 red 
$900. The insurance involved is ordi- 
nary. The premiums reduce after the 
fourth policy year. Cash values are pro- 
vided after three years. There is a 
guaranteed cash bonus after the 15th 
year in addition to the regular cash 
value. Men, women and children are 
eligible from birth to age 60. Appli- 
cants up to age 50 are considered on 
non-medical basis. Changes may be 


has 





1940 


March 22, 


made in the policy on account of mar- 
riages, births, deaths. 

The annual premium at age 35 for 
$300 of insurance is $8.10 during the 
first four years. After the first four 
years it is $6.48. At the end of the 20th 
year the guaranteed cash value is 
$68.10. The guaranteed additional cash 
bonus is $22.52. There is a policy fee 
of $2 for each new policy which goes 
to the agent. 


“Family Guardian” Is New Policy 


Guardian Life announces the issuance 
of a new contract that is known as the 
Family Guardian policy. It is a com- 
bination of $2,000 ordinary life and $3.- 
000 20-year term. It is issued for a 
minimum amount of $5,000. The 
premium after 20 years reduces to that 
on a straight ordinary life policy. It 
is issued to male applicants between 
ages 21 and 45. 


~ AGENCY NEWS 











Commonwealth Agency Celebrates 


The eighth anniversary of the north- 
eastern Ohio agency of the Common- 
wealth Life was celebrated at a dinner 
in Youngstown, O. Guests included 
Homer Batson, president; I. Smith 
Homans, vice-president; Gayle Prather, 
agency director, and others from the 
home office. Salesmen from the Cleve- 
land, Akron, Painesville, and Steuben- 
ville offices attended. The banquet 
ended an eight-week campaign which 
has produced $300,000 worth of busi- 
ness. Marcel Dreyfus is manager oi the 
Youngstown office. 


Lyons Has Accident Department 


The Keith Lyons agency of the Capi- 
tol Life, San Antonio, Tex., has been 
appointed general agent of the Interstate 
Business Men’s Accident. Mr. Lyons 
will continue to devote his entire time to 
life insurance and has appointed William 
Rose, formerly with the Occidental Life 
of California, manager of the accident 
and health department. 


Salvator Scrudato, manager of the 
Branch Brook office of the Metropolitan 
Life in Newark, was tendered a dinner 
by 60 of his associates in recognition of 
his first anniversary as district manager. 
He has been with the company many 
years, formerly having been home office 
supervisor of the field training division. 








Continental Assurance Resigns 


The Continental Assurance of Chi- 
cago has resigned from the Association 
of Life Insurance Presidents. H. A. 
Behrens, president, was the official mem- 
ber. 


Bethea Heads Insurance Section 


Osborne Bethea, general agent Penn 
Mutual Life, has been named chairman 
of the life insurance agencies section of 
the 1940 campaign organization of the 
Greater New York Fund. 


Plan Relief Adjustment Division 
SAN FRANCISCO—Plans are being 
formulated for establishing a life in- 
surance adjustment division in the state 
relief administration of California. It is 
hoped through establishment of such a 
divison to handle life insurance holdings 


of relief clients with a minimum loss 
to assured, although under the Cali- 
fornia law those receiving relief must 


reduce their life insurance to $1,000. It 
is pointed out by advocates of such a 
division that there has been no uniform 
handling of the life insurance angle of 
relief, with the result that there has 
been considerable loss to those place 
on relief through lapsation and forced 
surrender of policies, with ensuing loss 
to the companies. 

Send for sample copy of Accident & 


Health Review, 175 W. Jackson Blvd, 
Chicago. 
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Complete Plans for 
Big Day in Davenport 


All of the details have now been 
completed for the annual sales congress 
in Davenport, Ia., March 30. The at- 
tendance promises to exceed even that 
of the past three years when the turn- 
out has rivaled the meetings of the lar- 
eest metropolitan centers. Karl E. 
Madden, former general agent of Penn 
Mutual Life in Davenport, who has left 
to go into the manufacturing business, 
and who was a leader in arranging pre- 
vious congresses, is taking a keen in- 
terest in this one which will be his swan 


song. Already about 600 reservations 
have been made. A number of com- 
panies are having agency roundups at 
Davenport in conjunction with the 
sales congress and this will swell the 
attendance. 

The morning session will get under 
way with J. J. Hilbe, general agent of 
Guardian Life, and president of the 
Davenport association, presenting John 


Moynahan, Metropolitan manager of 


Chicago, who will be master of cere- 
monies. The first speaker will be Mr. 
Madden on “Showmanship in Sales- 
manship.” The next speaker will be 
Arthur Devine, Prudential, St. Paul, on 
“Duties of an Insurance Representa- 
tive. C. Vivian Anderson, Provident 
Mutual, Cincinnati, will give his dy- 
namic address on “Your Life Insurance 


Insured.” 


Program for Afternoon 


Luncheon will be served in the 
Masonic Temple. Frank E. Stewart, 
general agent of Mutual Benefit Life, 


Agents & 
Davenport, 


and president of the General 
Managers Association of 
will open the afternoon session by in- 
troducing Harry T. Wright, Equitable 
Society, Chicago, who is vice- -president 
of the National Association of Life Un- 
derwriters. Mr. Wright will be master 
of ceremonies for the afternoon. C. 
Zimmerman, Connecticut Mutual, Chi- 
cago, president National association, 
will be the first speaker. Charles Ses- 
sions, personal producer for New York 
Life, and vice-president of the Daven- 
port association, will introduce Nile 
Kinnick, the University of Iowa _ foot- 
ball hero. Charles T. Davies, million 
dollar policyholder of Wyomissing, Pa., 
will then give his address. Hugh D. 
Hart, vice-president Illinois Bankers 


“The Life 
Worth 


will give an address on 
Institution—Is It 


” 


Life, 
Insurance 
Preserving? 

Oscar Gustafson, 
man, will provide 
ing. 

There will be a banquet at the Black- 
hawk Hotel in the evening in honor of 
Mr. Zimmerman. 


who is quite a show- 
an impressive open- 


The “American Portrait” will very 
likely be a part of the program. The 
picture was shown at the last regular 


Davenport association 
but an effort is being made to have a 
repeat engagement for the benefit of 
those who did not see it at that time. 

Mr. Hart expects to have a group 
of about 60 Illinois Bankers agents at 
the meeting. E. H. Mulock, president 
of Central Life of Iowa, is holding an 
all-day meeting with about 50 agents 
in Davenport the day preceding the 
sales congress. Lee Dougherty, vice- 
president of Occidental Life, will have 
a group of about 25 agents. C. R. Gol- 
ley, manager of Equitable Society at 
Peoria, Ill, is holding a session for his 
agents. The Equitable men will appear 
in force to honor Harry Wright. 


meeting of the 


Other Agency Gatherings 
M. C. Nelson, 


Society at Des 


manager of Equitable 
Moines, expects to have 
40 or 50 of his organization on hand. 
Lloyd B. Gettys, manager of Mutual 
Life, will ~— a group of about 30 or 
10 agents. Carl LeBuhn, Davenport 
general agent for Massachusetts Mutual, 
expects a large group of his men to 
attend. Frank Eiler, Davenport man- 
ager of Metropolitan Life, is having a 
large group on hand to honor Mr. 
Moynahan. 

S. W. Sanford and Oscar 
both Davenport managers of 
tial, are combining their groups and 
will have at least 75 on hand to hear 
Mr. Devine. John B. Keating, Daven- 
port manager of John Hancock Mutual, 
has purchased a block of tickets. There 
will be about 200 industrial men at the 
congress. 


Hansen, 
Pruden- 


Michigan Plans Annual 
Meeting in Grand Rapids 


DETROIT—Preliminary plans for the 


annual meeting of the Michigan State 
Association of Life Underwriters have 


been made by President K. W. Conrey, 
Penn Mutual, Grand Rapids. The meet- 
ing will be held in the Browning Hotel 





Cincinnati Sales Congress Speakers 








JOHN A. WITHERSPOON 


FISCHER 


Cc. O. 


Two leading speakers at the sales congress at Cincinnati this week are 
Vice-president C. O. Fischer of the Massachusetts Mutual Life and John A. 
Witherspoon of Nashville, general agent of the John Hancock Mutual Life. 


in Grand Rapids, opening with a confer- 
ence on the problems of local associa- 
tions, attended by officers and directors 
of the state association and the officers 
of the affiliated locals, on Thursday 
evening, May 16. 
On May 17 the 
be held all day 
Speakers will 


sessions will 
the evening. 
Commissioner 


general 
and in 
include 


Emery, Harry T. Wright, Chicago, 
Equitable Society, vice-president Na- 
tional association; Arthur Secord, Ann 
Arbor, professor of economics, Univer- 
sity of Michigan and Ben Dean, Grand 
Rapids advertising expert. 

The luncheon between the sessions 


will be sponsored by the Life Insurance 
Leaders of Michigan, the organization 
of quarter-million producers. Chairman 


J. E. Crampton, White agency Connecti- 
cut Mutual, Detroit, will preside, and 


a speaker will be presented. 


Schwemm Gives Two Talks 


Earl M. 
Great-West 


Schwemm, 


Life, gave his well known 


C hicago manager 
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talk, “What's W wer Up in a Life 
Insurance Policy” at the monthly meet- 
ing of the Rockford, Ifl., association. He 
also gave a talk at the central Ohio 
sales congress held in Columbus. 


Sub-standard Rate Shopper 
Criticized by Dr. Piper 


BALTIMORE — Sub-standard rate 
shoppers were criticized by Dr. C. B. 
Piper, Connecticut Mutual Life niedical 
director, in a talk before the Baltimore 
Life Underwriters Association. A great 
deal of harm is being done to the busi- 
ness by the variation in underwriting 
practices and the agent who makes it a 
deliberate practice to shop risks to get 
the lowest bid is doing a disservice to 
the business, he said. There are many 
arguments both for and against writing 
sub-standard business. The company 
that does not write it will argue that it 
caters only to rightly selected risks. On 
the other hand the company which han- 
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dles sub-standard business claims that 
these risks should be covered and by 
writing such business it is rendering a 
broader service. 

The increase in expectancy of life has 
been mainly among infants and so far as 
life insurance goes the expectancy of life 
has not increased but rather has de- 
creased. A man of 50 or 52 is a less 
desirable risk for insurance today than 
a man of the same age 15 or 20 years 
ago, Dr. Piper said. The present mode 
of living and over-indulgence contribute 
to this condition. 

Dr, Piper said he favored legislation 
whereby insurance companies would pay 
nothing but return the premiums with in- 
terest to beneficiaries of suicides, stating 
that he feels it is immoral and unbusi- 
nesslike for a man by his own hand to 
break a contract for the benefit of him- 
self or his beneficiaries. 


Zimmerman Talks on TNEC 
at St. Louis Gathering 


ST. LOUIS—C. J. Zimmerman, Chi- 
cago, president National Association of 
Lite Underwriters, in his first address 
in St. Louis since he was elected head 
of the organization at the golden jubilee 
annual convention here last September, 
attacked proposals for governmental 
insurance made at Washington in recent 


weeks. He spoke at a gathering of the 
Life Underwriters Association of St. 
1 ouis. 


“Efforts of the government to enter 
into direct competition with private busi- 
ness as evidenced by recent proposals to 
sell annuities and to take over control of 
insurance now delegated to the states 
will be resisted by a united front of 
America’s life insurance agents,” he said. 

“There is only one reason why the 
government should want to enter this 
field, and that is if tt could sell these 
services more cheaply than private com- 
panies. Taxpayers know the only way 
any government can sell these services 
more cheaply than old-line legal reserve 
companies, with the same amount of 
safety, is by arbitrarily lowering the 
price and then charging the difference 
up to those same taxpayers.” 

He also discussed TNEC inquiry into 
life insurance. 

“The life insurance business and its 
agents are entirely willing to cooperate 
in an objective genuine study of life 
insurance. It is understandable that they 
are not enthusiastic about witch hunts 
and inquisitions. We ask for neither the 
‘whitewash’ nor the ‘tar’ brush, but a 
simple, fair consideration of the business 
as a whole.” 

He was a guest of the board of the 
St. Louis association and the General 
Agents and Managers’ Association at a 
dinner. 


Tennessee Speakers Announced 


The 1940 Tennessee sales congress 
will be held at Knoxville April 19 with 
these speakers: 

C. J. Zimmerman, Chicago, president 
of the National Association of Life 
Underwriters; A. R. Jaqua, Cincinnati, 
associate editor Diamond Life Bulletins; 
Prewitt B. Turner, Kansas City, gen- 
eral agent, Home Life; William F. 
Hughes, Massachusetts Mutual, Mem- 
phis, and James M. McCormack, Ten- 
nessee commissioner. 

Henry W. White, Jr., Knoxville, gen- 
tral agent for Massachusetts Mutual, is 
State president. Harry Watson, Knox- 
ville district manager Connecticut 
Mutual, is chairman of the sales con- 
gress committee. 


Corpus Christi Wants Texas Meet 


The Corpus Christi association will 
invite the Texas Association of Life 
Underwriters to hold its 1941 conven- 
tion in Corpus Christi. The invitation 
will be presented at the state convention 
in Austin, June 4-6. 


Brownlee Houston President 


Morris Brownlee, general agent State 
Mutual Life, has been elected president 
by the directors of the Houston Asso- 
ciation of Life Underwriters to fill the 


unexpired term of Hedley V. Jackson, 
resigned. Mr. Jackson stated that new 
duties with the Occidental Life, which 
would keep him traveling most of the 
time made it impossible to continue as 
president. 

Ross R. Cole, Equitable Society, a 
director of the association, was elected 
vice-president to succeed Mr. Brownlee. 


Plan Connecticut Prc Program 


HARTFORD — C. J. Zimmerman, 
Chicago, president National Association 
of Life Underwriters, will be one of the 
speakers at the annual sales conference 
of the Connecticut association here 
April 3. Other speakers will be Com- 
missioner Blackall, Paul F. Clark, vice- 
president John Hancock; Dean David 
McCahan of the American College of 
Life Underwriters; Max Fisher, assis- 
tant secretarv Metropolitan Life, and 
Joseph M. Gantz, Cincinnati general 
agent Pacific Mutual. Some 700 agents 
are expected to attend. 





Ottumwa, Ia. =. Reethig, Water- 
loo, Ia., manager Metropolitan Life, 
spoke on “How to Be a Success in the 
Life Insurance Business.” 

Hartford—The association’s directors 
sharply criticised methods employed by 
the SEC in its study of life companies 
for the TNEC in a statement made by 
President Herbert G. Behan. 

Austin, Minn.—W. A. Rau, Guarantee 
Mutual, and Don Schiltz, Ohio National 
Life, spoke on the objects of the asso- 
ciation. W. D. Fligge, Guarantee Mu- 
tual, was elected vice-president and Mr. 
Schiltz, national committeeman. Leon 
Dalager, Sun Life of Canada, is president. 

Milwaukee—Social security and its re- 
lation to life insurance was discussed 
at the March meeting by Albert Kuhle, 
Chicago, regional director of the Social 
Security Board’s old age and survivors 
insurance bureau. 

Directors have adopted recommenda- 
tions of the membership committee that 
after April 1 the meetings will be closed 
to all except members in good standing, 
new men in the business less than one 
year, members of a home office staff or 
those entirely outside the life insurance 
business, and those admitted by guest 
ecard only. On _ special occasions open 
meetings may be declared. 

Effective July 1 a membership dues de- 
duction plan will be available to agents 
who wish to have their managers deduct 
small amounts from renewals over a 
period of time. 

La Crosse, Wis.—Fred Crosby, attor- 
ney spoke on “Wills and Trusts,” out- 
lining laws governing such activity and 
calling attention to constant changes. 
The program of the state and National 
associations was discussed by George C. 
Nixon, state director. 

Little Rock, Ark.—James J. Harrison, 
Arkansas manager Union Central Life, 
spoke on “The Miracle of Life Insur- 
ance.” 

Ss. B. Updyke, Home Life, has been 
appointed to chairman of the sales con- 
gress to be staged in April in conjunc- 
tion with the annual meeting of the 
Arkansas association. 

Dallas—H. M. Roberts, district man- 
ager at Dallas for Reliance Life, was 
elected treasurer, succeeding J. P. Cos- 
tello, Southwestern Life, who recently 
was advanced to vice-president. Mr. 
Costello succeeded J. A. Monroe, Jr., 
Great National Life, who became presi- 
dent upon the resignation of R. L. 
Thomas. Two new directors are Thad 
Childre, general agent State Mutual, who 
was named for the remainder of the 1939 
session, and D. L. Edgecomb, Dallas gen- 
eral agent Pan-American Life, who will 
serve until 1941. Cooperating with the 
Dallas citizens traffic commission, the 
association printed 50,000 safety folders 
showing proper driving signals, for dis- 
tribution to Dallas public school children. 

Peoria—Senator Millard F. Tydings of 
Maryland will talk March 29 on “Na- 
tional Security Through Individual Ini- 
tiative.” 

Ohio—C. A. Macauley, Michigan state 
agent John Hancock Mutual Life, and 
K. W. Conrey, Penn Mutual general 
agent in Grand Rapids and president of 
the Michigan State Association of Life 
Underwriters, will speak at the annual 
convention in Toledo May 2-5. 

Pittsburgh—About 400 attended the 
March meeting. A. E. N. Gray, assistant 
secretary Prudential, spoke, and the 
“American Portrait’ was shown. Cer- 
tificates for 100 percent membership 
were awarded to the Sun Life of Canada, 
Berkshire Life, Provident Mutual, Con- 
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ae uit Meanwens 
Detroit Manager 








ROBERT M. RYAN 


DETROIT—T. I. Parkinson, presi- 
dent Equitable Society, will be the prin- 
cipal speaker at a banquet here on March 
30, honoring Robert M. Ryan, who cele- 
brates conclusion of 30 years as Detroit 
manager. Equitable agents throughout 
the branch’s territory will be invited to 
participate. 








necticut Mutual and the Standard Life 
agencies. 

G. P. Kunkelman, superintendent Pru- 
dential, Pittsburgh, spoke to the Wash- 
ington branch and D. W. Hooton, asso- 
ciate general agent State Mutual, Pitts- 
burgh, to the Butler branch. 

Austin, Tex.—Sidney Wiedermann and 
Kennedy Dodds of the San Antonio Un- 
ion Central Life agency, gave a skit, 
“Overcoming Objections.” Objections of 
prospects were presented and answered. 

Akron, 0.—The revised social security 
program has not eliminated the need for 
private savings plans, life insurance and 
annuities, Paul Speicher, R. & R. Serv- 
ice, said. L. C. Turner, head of the adult 
education department at Akron Univer- 
sity, presented the diplomas for the 13- 
weeks study course. 

San Francisco—Headed by J. M. 
Mitchell, Fidelity Mutual Life, associa- 
tion vice-president, the San Francisco 
caravan visited Stockton, where W. V. 
Power, Connecticut Mutual Life, chair- 
man of the caravan committee, was a 
principal speaker, and Sacramento. 


Manhattan, Kan.—Prof. H. M. Stewart 
of Kansas State College spoke. Plans 
were completed for the March 29 lunch- 
eon meeting at which Roger B. Hull, 
general counsel of the National associa- 
tion will speak. A large number of 
business men and policyholders are be- 
ing invited. 

Wichita — Ninety members completed 
the 13 weeks school and were honored 
at a banquet. F. B. Ross, mortgage man 
of Emporia spoke on “Outlook for 1940.” 

Stillwater, Okla.—S. E. Meyers, Home 
Life of New York, and immediate past 
president of the Oklahoma City associa- 
tion, spoke at the March meeting on the 
problems looming in the 1940 horizon. 

Jackson, Miss.—Paul Speicher, R. & R. 
Service, spoke on “Life Insurance in the 
New Decade.” “The American Portrait,” 
was shown. Among the guests were W. 
P. Worthington, superintendent of agen- 
cies Home Life of New York, and E. C. 
Kelly, assistant superintendent of 
agencies. 

Salt Lake City—A. S. Brown, register 
U. S. land office, spoke on “Building 
Utah.” A humorous skit, “Go Getter,” 
was put on by the Walker agency. 

Utah—Extensive preparations are g0- 
ing forward for the annual sales con- 
gress April 9 in Ogden. C. J. Zimmerman, 
Chicago, president National association, 
and Henry Mosler, Los Angeles chairman 
Million Dollar Round Table, will talk. 
President Reed Gammel will preside. 
The day’s events will be preceded by an 
early morning breakfast sponsored by 
the Utah Life Managers Association. 
Following adjournment of the congress 
officers will be elected. 
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Woman’s Benefit Has 
Chicago Pageant 


A pageant with 





550 members in the 
cast was held by the Woman’s Benefit 
at Chicago. About 1,500 members made 
up the audience. There were many 
guests from other societies. Mrs, Bina 
West Miller, head of the Woman’s Ben- 
efit, officiated and Mrs. Mary Baird, 
Dominion supervisor, also attended from 
the head office. 


The pageant was directed by Jennie 
M. Little of Toledo, national pageant 
director, with Miss Dorothea U. Nelson 


of Chicago, Cook county girls club and 
junior supervisor, directing the 255 
juniors who took part. There were some 
300 adults in the cast. 

The pageant was a class presentation 
and was a part of the national ‘gold and 
silver” contest of Woman’s Benefit, be- 
ing conducted to select the winning 
pageant groups to exhibit at the so- 
ciety’s golden jubilee convention which 
will be held at San Francisco in 1942. 

Mrs. Minerva C. Mann, deputy su- 
preme field director, is in charge of the 
Chicago area and supervised presenta- 
tion of the pageant. 


New Utah Officers Installed 


New officers of the Utah Fraternal 
Congress recently were installed. N. 
Chris Thompson, Maccabees, is past 
president and Mrs. Isabell Murphy, 
Woman’s Benefit, president. Other offi- 
cers are: First vice-president, Ray Man- 
suy, W. O. W., Omaha; second vice- 
president, Mrs. Rachel B. Daniels, W. 
O. W., Denver; secretary, E. H. Dar- 
ling, W. O. W., Denver; executive 
committee: Mrs. Della B. Thompson, 
Maccabees, chairman; A. E. Konold, 
Woodmen Life; D. W. Evans, Modern 
Woodmen; Mrs. Agnes M. Bess, Neigh- 
bors of Woodcraft. The Utah congress 
meets monthly. 





Royal Neighbors Conference 


DAVENPORT, IA. — More than 50 
state supervisors and juvenile officers, 
supreme officers and members of office 
staffs attended a two-day conference of 
Royal Neighbors held here. New plans 
of insurance to be issued by the society 
April 1 were discussed. The meeting 
was in charge of Mrs. Grace McCurdy, 
supreme oracle. Discussions were led by 
Miss Erna Barthel, el, supreme recorder. 


Joint New England 
Conference Draws 1,000 


(CONTINUED FROM PAGE 6) 
sions for newcomer and advanced un- 


derwriters. Myron E. Smith, Phoenix 
Mutual, Boston, reviewed his experi- 
ences in his first “Two Years in the 
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Field.” J. Harold Stubbs, 
Society, Boston, spoke on “Underwrit- 
ing Financial Objectives” and explained 
the use of charts in programming re- 
tirement benefit cases. 


Talk on Taxes 


The senior clinic listened to Milton 
Elrod, Jr., R. Service, talk on 
“Modernizing Our Death Tax View- 
point.” 

Leon Gilbert Simon, Equitable So- 
ciety, New York, spoke on “Business 
Insurance,” developing the uses of busi- 
ness coverage. He declared there is a 
noticeable increase in the sale of busi- 
ness insurance policies in number and 
volume. 

Balancing the program of the day 
which had developed a distinct trend to- 
ward criticism of federal insurance ac- 
tivities, the conference closed with a 
discussion of the topic “What You 
Should Know About the Social Secur- 
ity Act” and two government agents 
presented the background and practical 
application of the new amendments. 


Equitable 


John R. Campbell, Jr., regional social se- 
curity representative and a former Met- 
ropolitan Life agent in Boston, pre- 
sented the theories of government 
which were behind the act. C. N. 
Grey, manager Boston social security 


office, a former member of the Boston 
association, explained the recent amend- 
ments to the act and their application. 


Executives Hold Parley on 
Further TNEC Move 


(CONTINUED FROM PAGE 3) 


ance. It was indicated that the report 
would not look very good. 

When the TNEC completed its regu- 
lar hearings and evidence had been pre- 
sented a number of company officials 
and others held it in some instances left 
a wrong impression. A voice was heard 
from insurance that it had not had a 
fair hearing and declared that the way 
should be open for the presentation of 
testimony on its part. Chairman O’Ma- 
honey promised that such a course would 
be arranged. He said that if the insur- 
ance companies desired a hearing a date 
would be set at which they could pres- 
ent their case. There has been much 
discussion back and forth among execu- 
tives as to whether such a procedure 
should be taken. TNEC reserved the 
right to cross examine witnesses on any 
new testimony. Many executives em- 
phatically held that no good would come 
out of such presentation while others 
felt that life insurance should frankly 
and sincerely express itself on the dis- 
puted points. 


Varied Fare at 
Chicago Congress 


(CONTINUED FROM PAGE 3) 


There was C. J. Zimmerman, general 
agent for Connecticut Mutual Life at 
Chicago, and president of the National 
Association of Life Underwriters, who 
took the audience back of the scenes in 
connection with the TNEC investiga- 
tion and who added an extra fillip by 
giving some usable suggestions on sales 
technique. 

There was Leverett S. Lyon, chief 
executive officer of the Chicago Asso- 
ciation of Commerce, a former school 
man, who gave a most illuminating and 
convincing analysis of political and eco- 
nomic fundamentals, translating present 
day manifestations and tendencies in 
terms of economic forces. 

There was Milton Sherman, general 
agent for Connecticut Mutual Life at 
Buffalo, a man who has been much in 
demand as a speaker since his appear- 
ance at the St. Louis convention last 
fall of the National Association of Life 
Underwriters and who gave in salty 
style, punctuated with humorous thrusts, 
a lot of sales suggestions that the 
agents can put right in their pipes. 

The speakers were entertained at 
luncheon and cocktails by the official 
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group of the Chicago association, in- He is a sure fire speaker. The sales 
cluding officers, committee chairmen, technique that he exposes during the 
directors, etc. . course of his talk is one that has the 

In the afternoon there were just two appeal of manifestly being usable and 


speakers but each had a real message 
and these messages were undoubtedly 
emphasized in the minds of the audience 


because the crowd was not surfeited 
with speeches. 
H. Kennedy Nickell, million dollar 


producer for Connecticut General Life, 
presided over the morning proceedings 
Moynahan, 


and John D. prominent 





W. Hiller, Connecticut Mutual Life, 
chairman of the movie committee of the 
Chicago association, is here shown superin- 





tending the showing of the “American 
Portrait.” 
Metropolitan Life manager, who has 


become one of the main factors in the 
Chicago association, presided during the 
afternoon. Walter N. Hiller, Connec- 
ticut Mutual Life, superintended the 
showing of the “American Portrait.” 
Frank M. See, general agent in St. 
Louis for New England Mutual Lite, 
was the first speaker on the afternoon 
program. He brought down the house. 


he has an underlying philosophy that is 
compelling. The audience gets a real 
sense of excitement from Mr. See’s re- 
cital of how he sold 328 cases in Nash- 
ville during the period of one month. 

The final speaker was Vice-president 
Wilkes of Metropolitan Life. He is a 
great orator. He is extremely dramatic, 
he makes generous use of gesticulation 
and facial expressions, he moderates his 
voice almost to a whisper and_ then 
comes forth in booming voice. He is 
lean and tall and is a man of striking 
figure. He came to this country 40 
years ago for his health to be a guest 
at the ranch of a friend near San Jose, 
Cal. He started as an agent for Metro- 
politan Life in the Barbary Coast dis- 
trict of San Francisco. 
Virtues of American Life 

The facts of his life give him an ex- 
cellent vehicle upon which to bring out 
the virtues of American life. One after 
another he recited the blessings that he 
discovered on this side of the water and 
then contrasted these things with what 
are to be found abroad. He summoned 
the agency force in its daily contact 
with the public, to advance fundamental 
American appeals. As a matter of fact, 
he said, the agency force is doing that 
today in commendable fashion. His 
closing words were in the nature of a 
benediction and served to close the sales 
congress on a solemn and dramatic 
note. The audience uttered a tremen- 
dous ovation. : 

Although the TNEC investigation of 
life insurance may prove to be valuable 
in providing a greater urge to correct 
certain faults and weaknesses in the 
business that have been recognized by 
the industry itself for some time and 
toward the elimination of which mea- 
sures have already been taken, yet ab- 
solute preparedness is necessary on the 
part of the insurance business against 
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TWOFOLD SERVICE BRINGS PROGRESS —= 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. 
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ciation have Faith in the Integrity and 
Common Sense of the American People 
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“STRAIGHT THINKING” 


may well be the title of the Coming Period be- 
tween 1940-1950. 
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possible menaces flowing from the in- 
vestigation, according to Charles J. 
Zimmerman. 

Mr. Zimmerman criticised a portion 
of the press for the way in which it has 
handled certain phases of the TNEC 
investigation and he intimated that cer- 
tain writers, particularly the authors of 
syndicated columns, are being steered 
in a mischievous way by certain offi- 
cials in Washington who have designs 
upon the business which they are not 
willing publicly to acclaim. Mr. Zim- 
merman in this connection suggested 
that the freedom of the press should 
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C. J. Zimmerman, general agent Con- 
necticut Mutual, and president National 
Association of Life Underwriters, in a 
spoofing pose. 


carry with it a sense of responsibility 
on the part of editors and publishers and 
that the publicists have been guilty of 
failing to measure up to those respon- 
sibilities in certain things that they have 
printed concerning the insurance inves- 
tigation. 


Nervousness Is Justified 


Mr. Zimmerman said he has_ been 
confronted by demands on the part of 
certain interested officials in Washing- 
ton to explain why the insurance busi- 
ness has read certain implications into 
the TNEC testimony that these officials 
declare are not truly to be found there. 

Mr. Zimmerman proceeded thereupon 
to trace some of the happenings that 
have caused insurance people to be ap- 
prehensive. He referred to the Asso- 
ciated Press story that appeared in the 
afternoon newspapers of Dec. 27, 1939. 
That story stated that members of the 
federal monopoly committee disclosed 
that they have been considering infor- 
mally several possible methods for gov- 
ernment regulation of life insurance 
companies. The story embraced three 


possible courses that these undisclosed 
members had been considering. 

The National Association of Life Un- 
derwriters went into action immediately 
and got out a statement that same day. 
Then the leaders went immediately to 
Washington in an attempt to discover 
the names of the members of the com- 
mittee, upon whose statements the 
article had been written. Senator O’- 
Mahoney of Wyoming, chairman of the 
committee, insisted that no member of 
his committee had been responsible for 
giving out any such statement. O’Ma- 
honey said that he had canvassed the 
committee and that each member had 
assured him that he did not make any 
such statement. The reporter who 
handled the story, according to Mr. 
Zimmerman, quite properly declined to 
reveal his sources. 

Mr. Zimmerman remarked that if he 
were chairman of a committee, whose 
members were issuing inaccurate or un- 
true statements, he would go to great 
lengths to discover the source. 

Then Mr. Zimmerman traced what he 
intimated were leaks from officials with 
designs upon the business, prior to the 
official release, Feb. 20 of the immense 
investment analysis of the 26 companies. 
The data to be printed was submitted 
to the interested companies for cor- 
rection in January and on February 20, 
the book itself, together with a 5,000 
word non- -committal story, was sent out. 

However, on Jan. 29, “two of the fair 
haired boys in W ashington,” Pearson & 
Allen, Mr. Zimmerman said, printed in 
their syndicated column an interesting 
story. It was to the effect that an “ex- 
plosion was brewing betw een the TNEC 
and insurance moguls.” They stated 
that highly embarrassing disclosures 
were to be made in the forthcoming in- 
vestment analysis. 


Ernest Lindley Sees Quavers 


On Jan. 31, Ernest Lindley, another 
syndicated columnist, came out with 
some chatter about the investment 
study and said that “insurance execu- 
tives seem to quaver at the disclosures 


to be made to the public.” 


On Feb. 5, the New York “Post” 
carried a front page story captioned, 
“Life Insurance Assets Grossly Over- 


valued.” Some of the other New York 
newspapers carried articles in the same 
vein the same day but in more subdued 
fashion. 

O’Mahoney, prompted by _ those 
stories, issued a statement to the effect 
that the assets of the companies were 
sound but this refutation was not 
treated nearly as prominently as the 
disparaging stories. 

Mr. Zimmerman did not draw definite 
conclusions from the fact that within a 












High type, respon- 
sible business men, 
seriously interested 
in insurance a8 & 
profession, might 
find it profitable to 
write to W. H. 
Trentman, Vice- 
President. 


OCCID 


e LAURENCE F. LEE........ 





‘@, JUST PLAIN 
“BUSINESS 


LIFE INSURANCE COMPANY 


LOGIC 


When an Occidental Life 
salesman offers a_ policy 
that’s “DIFFERENT” ... 
it’s logical to anticipate 
sales. Perfect Protection, an 
exclusive feature of Occi- 
dental policies, gives the 
assured an income for dis- 
ability from the first day, 
IRRESPECTIVE OF 
CAUSE. 


ENTAL 











period of a very few days appeared in 
numerous places this type of attack upon 
life insurance. The inference was clear 
to many, however, that Mr. Zimmerman 
suspects that some of those interested 
in prosecuting the inquiry, perhaps not 
the members of the TNEC committee 
itself, but the paid inquisitors, had been 
feeding to the group of writers that are 
not restricted. by the usual rules of 
journalism, inflammatory material. 

Other stories appeared saying that 
the insurance executives were moving 
heaven and earth to have the publication 
of the investment analysis suppressed. 
O’Mahoney then got out a statement 
saying that no insurance executive had 
tried to suppress the book. 

“One wonders,’ Mr. Zimmerman as- 
serted, “who the phantom members of 
the TNEC are who are throwing phan- 
tom fast balls in the newspapers.” Mr. 
Zimmerman pointed out that although 
all of these inaccurate, untrue and in- 
flammatory stories are subject to com- 
plete refutation, yet the statements in 
refutation are always less conspicuously 
treated in the press and the fact that a 
charge has been made always raises in 
the public mind a doubt, no matter how 
convincing the answer. 

As a matter of fact, Mr. Zimmerman 
pointed out, the investment study when 
released, ‘showed that the assets in- 
creased from $14,000,000,000 to $22,000,- 
000,000 during the past 10 trying years. 
Far from being over valued, the market 
value of the assets as at Dec. 31, 1938, 
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Frank M. See, general agent for New 
England Mutual at St. Louis, is caught in 
an animated expression, during the course 


of his talk. 


was some $200,000,000 greater than the 
book value at which they were entered 
in the statement. There was no over 
valuation but there was some under 
valuation. 


Profit in Sale of Real Estate 


The survey brought out that in the sale 
of real estate, the companies had shown 
a definite profit, indicating that the mort- 
gages initially had been conservatively 
placed. The study showed that pre- 
ferred and common stocks had been 
under valued in the statement. 

The study, he said, was a magnificent 
reaffirmation of the sound position that 
insurance had maintained. It was a 
most encouraging picture but the harm 
had already been done prior to the 
actual release, by the group of writers 
that regards anything that it hears as 
news. 

There is nothing to fear from the re- 
port, Mr. Zimmerman asserted, except 
the insinuation of certain officials in 
Washington who would misrepresent the 
situation to the newspapers. 

Mr. Zimmerman said that he is fre- 
quently asked about his testimony dur- 
ing the TNEC hearings. He said in that 
regard he has much the same feeling as 
the agent who comes away from a sales 
interview thinking of all the things he 
wished he had said. Mr. Zimmerman 
said that he was confronted with charts 
that he had never seen before. He was 


conscious of a desire in his testimony to 
represent the field forces and the com- 


panies. He was conscious of the fact 
that a simple question might have im- 
plications that were not immediately 
apparent. It was impossible to tell 
where an apparently simple question 
might lead. 


Criticism Unjustified 


Mr. Zimmerman said that in order to 
make a thorough appraisal of the wit- 
nesses, it is necessary to read the en- 
tire testimony. There has arisen ad- 
verse criticism of certain witnesses, he 
declared, but that is usually due to the 
emphasis that has been placed upon 
their testimony in the newspaper ac- 
counts. 

One of the best witnesses, he declared, 
was John A. Stevenson, president of 
Penn Mutual Life, yet the publicity that 
Mr. Stevenson’s testimony received was 
unfavorable to the life insurance inter- 
ests. Mr. Stevenson, according to Mr. 
Zimmerman, “had the audacity” to 
recommend a_ change in the mortality 


table. Mr. Zimmerman said that he 
shares Mr. Stevenson’s opinion in this 
matter. The most constant criticism of 


life insurance is the fact that it employs 
a so-called out-moded mortality table. 
It is perfectly apparent to anyone in 
the industry and can be made apparent 
to a thoughtful person that there would 
be no difference in the cost of insurance 
should a more realistic mortality table 
be employed, but a large section of the 
public continues to think of the out- 
moded mortality table as being a gouge. 
According to Mr. Zimmerman, it should 
not be necessary for the business con- 
stantly to be justifying such a table. If 
a more modern table were used, it 
would still be necessary to load the pre- 
mium and there would be the same end 
result. The companies must take in a 
certain revenue to cover disbursements 
and increase in reserves. However, if a 
more modern table were used, the in- 
surance system could be more easily ex- 
plained to the public. Stevenson, 
he said, did not say that the premiums 
or reserves should be lower. 

Mr. Zimmerman referred to the ques- 
tionnaire that was sent out by the 
TNEC to individual agents, soliciting 
their opinion and observation on a 
number of points. The TNEC sent out 
6,000 such questionnaires. The National 
Association of Life Underwriters sent 
out 2,500 in behalf of the TNEC. 

The replies, he said, have been most 
constructive. Only about one in 30 
replies is what might be termed a crank 
letter. 

The replies, Mr. Zimmerman said, in- 
dicate a definite feeling that there is no 
place for the part timer in the business, 
not even in the rural territory; that there 
must be greater effort to eliminate the 
unfit producer; that there must be more 
stability of income, more emphasis on 
conservation; there should be some sort 
of a contributory pension plan; a service 
allowance for the older agent, a reduc- 
tion in turnover, improvement in selec- 
tion and training. 

These are things that the industry is 
presently trying to do, Mr. Zimmerman 
pointed out. 

Mr. Zimmerman said he was im- 
pressed by the tremendous amount of 
company loyalty expressed in the replies. 
Hundreds of those who made criticisms, 
said that the criticisms are valid for the 
industry as a whole but that their own 
particular agency or company does a 
“swell job” in this respect. 

If the TNEC investigation serves to 
focus attention upon the faults and 
weaknesses of the business it will be of 
benefit, he said. It will give a greater 
urge to bring about correction. How- 
ever, he concluded that absolute pre- 
paredness is necessary. He said that in- 
surance should not get into the situation 
that faces the automobile industry. That 
industry,. he said, asked for regulation 
in its distributive operations and now 
in view of developments that have come, 
they fear it immensely. 





The Aetna Life group’s new building 
in New York City is so far ahead of 
schedule that it will be ready for occu- 
pancy by late spring or early fall. 
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Sees Shiny Suit as 
Shining Armor 


In the publication “This Week,” 
which is a magazine supplement issued 
by a number of daily newspapers 
throughout the country, there is an ar- 
ticle, “Is Money the Measure of Suc- 
cess?” by Channing Pollock that con- 
tains a few paragraphs that will warm 
the hearts of life insurance people. Mr. 
Pollock tells of a friend who has been 
married for some 40 years. 

“On the smallest of small salaries,’ 
he writes, “they’ve paid for their home 
and reared two fine boys. One hot af- 
ternoon on Fifth avenue, I met Fred, 
looking rather grubby. He was wear- 
ing a shiny old blue serge suit, and per- 
haps you know how blue serge can 
shine, and where. So I asked, ‘Why 
can’t you treat yourself a little better 
these days? You're not so young now.’ 

“Fred answered, rather shamefacedly: 
‘That’s just it—I am not so young as 
I was, and so I am hanging on to an 
awful lot of life insurance. I want to 
be very certain that Betty’ll be all right 
when I’m gone’ 

“He turned away from me and walked 
down Fifth avenue, and a ray of sun- 
shine fell on that glossy suit. And, 
suddenly, I saw—not shiny blue serge 
—but shining armor. I saw a man with 
spurs on his boots and a sword at his 
side, and the colors of the woman he 
loved in his plumed helmet. And I 
said to myself, ‘What is the difference 
between that man and a knight of old? 
Knights fought perhaps 20 minutes in 
the lists for their ladies; Fred has 
fought for Betty all his life, and he 
will go on fighting until he dies. 


John Hancock Mutual Men 


Address Los Angeles Meeting 


LOS ANGELES — Vice-president 
Paul F. Clark and A. H. Dalzell, as- 
sistant agency director John Hancock 
Mutual Life, addressed the Life Un- 
derwriters Association and the Life 
Managers Club here. io 

At a breakfast session of the life un- 
derwriters, with more than 200 of the 
members in attendance, Mr. Dalzell said 
the social security act instead of being 
a hindrance was a basis on which life 
men could build a structure that would 
bring the monthly benefits of the act 
up to a level that would mean comfort 
for the worker and his family. Of the 
22,000,000 persons now under the act, 
only 4 percent earn more than $3,000 
per year. Their income from_ social 
security, when they become beneficiaries 
will not be enough to maintain their 
present standard of living and life in- 
surance would give them the necessary 
increase in monthly benefits to meet 
their needs. . 


Clark Talks on Indirect Selling 


Mr. Clark, speaking on “Indirect 
Selling,” said a man does not need to 
be a C.L.U. or the graduate of a school 
of finance to be a success in life insur- 
ance. He declared one way to sell life 
insurance is by giving it a new suit, 
even if it is the same old policy. Let 
the prospect believe that he is buying 
his life insurance rather than think he 
is being sold a policy. People buy in- 
surance not so much from the idea of 
acquiring as from the idea of security. 
The same indirect method works for 
the new man selling ones, twos and 
threes as well as for the man who is 
selling the big policies. Company 
statements give many points on indirect 
selling. People sold on the indirect 
method think they have bought insur- 
ance instead of having been sold a 
Policy. 

At the Managers Club luncheon Mr. 
Dalzell spoke on “Visual Selling?’ He 
said that the companies must select bet- 
ter men, give them better training and 
better supervision in the field. The 
company, he said, should set up a high 
Standard and match the man to the 
Standard, rather than select the man 
and then make the standard fit him. He 
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JAMES S. KEMPER 


Insurance men in general who vote 
the Republican ticket are supporting 
James S. Kemper, president of the 
Lumbermen’s Mutual Casualty of Chi- 
cago, and head of a large mutual fire 
and casualty syndicate, for delegate to 
the national Republican convention at 
Philadelphia from the 10th congres- 
sional district. Mr. Kemper resides in 
Winnetka. He served in this capacity 
four years ago. He has been a resident 
of the district for 30 years. Mr. Kemper 
is vice-president of the U. S. Chamber 
of Commerce and chairman of its mid- 
west council. For many years he was 
one of the directors of the U. S. Cham- 
ber. 





Equitable Society Reports 
Accident Payment Record 


The Equitable Society reports that 
including double indemnity payments of 
$866,292 on 334 lives, a total of $4,777,- 
503 was paid under ordinary and group 
policies as a direct result of accidents. 
Automobile fatalities headed the list. Of 
the 1,751 accidental death claims paid, 
690 were casualties involving drivers, 
passengers or pedestrians. Over half 
of the double indemnity claims, 51.5 per- 
cent, represented deaths resulting from 
automobile accidents. Next to automo- 
bile accidents, with 371 ordinary and 
319 group, come accidental falls, 118 or- 
dinary and 72 group. Accidental drown- 
ings recorded 53 ordinary and 56 group. 





Gets First Accident Policy 


On the occasion of the Security Mu- 
tual Life of Binghamton entering the 
accident and health field, Associate Gen- 
eral Agent H. A. Wedge at Bingham- 
ton, N. Y., wrote President F. D. Rus- 
sell for policy No. 1. Accident and 
health insurance can now be written in 
New York state and as soon as other 
states approve the policies work will 
begin there. The first contract is a non- 
occupational policy. 





Quit Writing in Canada 
J. P. Moore of Montreal, chief agent 


of the North American Accident and 
Mutual Life & Citizens Assurance, 
of Australia, has notified his sales 


staff that the two companies will dis- 
continue writing new business. in 
Canada. 








gave illustrations of visual selling, using 
charts and graphs prepared by his com- 
pany for training its men. 

Mr. Clark gave a short talk on the 
TNEC hearings, in which he had par- 
ticipated as one of the members of the 
life insurance committee. 


Smrha Sees Need 
tor ‘Reproduction’ 


Insurance Director Smrha of Ne- 
braska gave a talk, “Insurance Needs,” 
at the meeting of the Insurance Insti- 
tute of Nebraska in Lincoln. Despite 
stormy weather, 33 members attended. 

Mr. Smrha recommended that the 
companies give more attention to what 
he termed reproduction, meaning conser- 
vation. He said that companies are now 
giving more and more attention to the 
volume of persistent business than to the 
annual production. Managements are 
becoming impressed with the cost of in- 
creased volume which lapses before it 
has become seasoned. A policy which 
lapses in the year following its issue 
is unprofitable and a harmful acquisi- 
tion. It harms the agent because he 
has demoralized the prospect and proba- 
bly some of the acquaintances of the 
prospect. The assured is left with a 
bad taste in his mouth. The company 
has lost money and has lost a circle 
of friends. 

The speaker suggested that too many 
agents have their eyes focused wholly 
on commissions without considering the 
service to be rendered. The coming of 
an agent should be looked upon as the 
appearance of one who has an impor- 
tant service to render. 

The taking of an application and the 
payment of the first year premium does 
not end the responsibility of the agent, 
he said. Neither does the responsibil- 
ity of the company to the agent end 
when it has paid the commission for a 
given period. 

The companies, he said, should un- 
dertake to provide for the future of 
agents who have been of value in pro- 
ducing profitable business. “No agent,” 
he said, “desires to be a high flyer to- 
day and an object of charity tomorrow. 
No agent can look with favor upon a 
system which will take care of his im- 
mediate needs but makes no provision 
for his future.” 

Greater security could be provided 
for the agent, he said, if the commis- 
sion is spread over a period of years. 
This could be accomplished, he said, in 
several ways, for instance by payment 
of deferred commissions, by direct pay- 
ment, by purchase of annuities. 





New Pacific Mutual Case Opens 

LOS ANGELES—Judge Vickers has 
commenced hearing the two motions 
and orders to show cause, made by W. 
H. Neblett and Commissioner Cami- 
netti, why the Pacific Mutual voting 
trust agreement should not be declared 
void. Mitchell, Silberberg, Roth & 
Knupp stepped out of the picture as 
Caminetti’s counsel, and Chief Assistant 
Commissioner Fay took their place. He 
began the opening arguments, and will 
be followed by Neblett. These probably 
will take the remainder of the week and 
at least two days of next week. 

Then will come the opening statement 
of all the other attorneys, representing 
the new company, old company, policy- 
holders, general agents association, and 
the stockholders of the old company, as 
well as the trustees sought to be ousted. 

The case will be one of law entirely, 
and Judge Vickers announced it would 
be entirely on the amendment to the 
insurance code passed in 1937 enabling 
the appointment of trustees in this class 
of cases, the point being whether the 
legislature exceeded its authority in en- 
acting the amendment. He said his 
mind was made up on many points that 
had been argued in the Neblett suit that 
has been dismissed and he would not 
permit argument on those points. The 
case is likely to take up at least two 
weeks time. No matter how the ruling 
may be, Neblett is expected to make an 
appeal on the suit that was dismissed. 





B. Werkenthin, vice-president of 
American National of Galveston, has 
been vacationing at Havana. 


Blackall Declines to 
Order Policy Reformation 


HARTFORD—Commissioner Black- 
all held that he lacks authority to di- 
rect reformation of a policy contract 
that contained a printing mistake. The 
situation concerned a man, who, at the 
age of 22 took out a policy in 1929. 
Although the premium was figured at 
the age of 22 years, the cash surrender 
and loan values printed in the policy 
were for a policy issued at age 44, and 
the premium in that instance being 
higher, the cash surrender values and 
loan values were consequently higher. 
In 1938 the assured applied to borrow a 
certain amount designated in the loan 
table, but the company refused to al- 
low him to borrow this amount. 

[he company told the assured a mis- 
take had been made and it offered to 
live up to the same contract with a 
corrected table for cash and loan values 
such as should have been in the original 
policy. A hearing was held and Com- 
missioner Blackall stated that he found 
in the original issuance of the policy the 
assured made no mistake and did not 
know that a mistake was being made. 
But he found the company did make a 
mistake. 

“I find that as long as the mistake 
was not mutual,” the commissioner said, 
“that this department could do nothing 
to correct the policy on the basis of a 
mutual mistake and even if it should be 
done, it would be the function of the 
court to do it.” 





Vermont Business Shows Gain 


Life insurance in force in companies 
authorized to do business in Vermont in- 
creased to $271,769,498 at the end of 
1939, an increase of $1,916,953. It was 
the fifth successive year in which such 
increases have been shown. 

Ordinary insurance written in 1939 
Was $17,823,436 as compared with $18,- 
801,015 in 1938. Total insurance written, 
including ordinary, industrial and group, 
ay $24,132,106 compared with $28,695,- 
eW, 





C. V. Anderson to Speak 


CINCINNATI—C. V. Anderson, 
Provident Mutual, chairman laws and 
legislation committee National Associa- 
tion of Life Underwriters, will discuss 
what is going on in connection with the 
[NEC investigation and the proposed 
Wagner annuity plan March 26 at a spe- 
cial meeting of the Associated Life Gen- 
eral Agents & Managers. Harold J]. 
Cummings, vice-president Minnesota 
Mutual, will be the speaker at the next 
regular meeting, on “Selection.” 





Policy Held No Trust Fund 


A husband’s life insurance policy 
which names his wife as beneficiary is 
common property owned jointly by the 
couple, the New Mexico supreme court 
held, affirming a decision of the Quay 
county district court dividing $4,000 
equally among the heirs of Silas Miller 
and his wife, Opal. Miller’s heirs sought 
the entire $4,000 proceeds after he and 
his wife were killed in an automobile ac- 
cident. His heirs argued Miller’s policy 
was a trust fund established for his wife 
and that when she died it reverted to 
him or his estate. 





Offers Trip to Convention 


DES MOINES, IA—The Equitable 
Life of Iowa has announced to its 
agency heads and agents that it is mak- 
ing provision for them to earn invitations 
to attend the Philadelphia convention of 
the National Association of Life Under- 
writers in September. 

The company has for a number of 
years made it possible for its agency 
heads to attend as guests of the Equit- 
able and last year for the first time in- 
cluded soliciting agents to qualify and 
as a result 15 agency heads and 17 
agents were company guests at the St. 
Louis meeting. 
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Complete Plans Made 
for N. Y. City Congress 


H. B. Brown, national merchandising 
manager of the Philco Radio & Tele- 
vision Corporation, has been added to 
the array of speakers who will appear 
at the sales congress of the New York 
City Life Underwriters Association, 
March 28 at the Hotel Pennsylvania. 

“Streamlined Salesmanship” is the 
theme of this year’s sales congress. The 
proceedings will be opened by Chair- 
man Leon Gilbert Simon, at 9:15 a. m. 
The morning session will be under the 
direction of G. C. Wuerth, a former 
president of the association. H. H. 
Hofmeister, 1939 ace industrial and or- 
dinary producer of the Metropolitan 
Life, will speak on “Streamlining Ob- 
jections.” A junior panel, consisting of 
six agents who have been in the life 
insurance business for two years or less, 
each having produced a minimum of 
$200,000 a year in average size cases, 
will give their best selling methods, 
which contributed to their success. Paul 
Troth, Jr., assistant editor of the ‘East- 
ern U nde rwriter,’ will speak on 
“Streamlined Ideas—They Click,” and 
illustrate his comments with his draw- 
ings. H. B. Brown will take the plat- 
form at 11:30 a. m. 


Bragg Afternoon Speaker 


The first afternoon speaker will be 
James Elton Bragg, former director of 
the life insurance training course at New 
York University and general agent of 
the Guardian Life in New York City. 
The Life Insurance Institute will pre- 
sent its second great talking motion pic- 
ture “American. Portrait.”. The senior 
panel will have as participants Harry 
Gardiner, ” F. Gray, Sheppard Ho- 
mans, R: Jones, J. S. Myrick, and 
Ls te Each will deliver a five- 
minute talk on the methods used by 
the one agent in his organization who 
was considered the best “all-around” 
man who ever operated under his direc- 
tion. This panel will be followed by 
F. L. Jones, vice-president of the Equit- 
able Society, whose subject will be 
“Streamline Yourself.” 





Blackall Probes Complaints 

HARTFORD—Commissioner Black- 
all has been asked by the Connecticut 
legislative council for advice and infor- 
mation on reports that life companies 
are paying less than the full amounts of 
death benefits in the cases of some for- 
eign born policyholders on the grounds 
of age discrepancies. 

The matter was brought up by H. B. 
Yudkin, Derby attorney, who, with sev- 
eral state senators, is campaigning for 
legislation in an etfort to force compa- 
nies to pay the full amounts of death 
benefits. 

“IT have prepared a digest of all such 
cases coming to the attention of this de- 
partment since July 1, 1935,” Mr. Black- 
all said, “and have requested three large 
companies, Metropolitan, Prudential and 
John Hancock, to state their experience 
in 1938 on cases in which the age factor 
figured. 

“Also I have written Mr. Yudkin to 
ask if he is referring to a specific case 
in his complaint, or whether he is speak- 
ing of a general condition.” 


Insurance Division Meeting 

NEW YORK—tThe insurance divi- 
sion of the American Management As- 
sociation will hold its annual meeting 
May 6-7 at the Hotel Traymore, Atlan- 
tic Citv, the same week as the National 
Fire Protection Association. R. H 
Blanchard, professor of insurance at 
Columbia University, is vice-president 
of the A.M.A. in charge of the insurance 
division. 


Form Washington mig Council 
—The Life 


Trust Council ca been or- 
cooperation 
agencies and bank 
Dooley is presi- 


WASHINGTON, D. 
Insurance 
ganized here to facilitate 
between local life 
trust officials. A. O. 
dent. 


REMEDY FOR CASE OF “DUMPS” 





CLEVELAND—Lester Rosen, agent 
of the Union Central Life in New York, 
the youngest life member of the Million 
Dollar Round Table, addressed the 
Cleveland Life Underwriters Associa- 
tion on “Gosh, If I Could Sell Like 
That!” He was introduced by W. L. 
McPheeters, general agent Union Cen- 
tral Life at Cleveland. 

State of mind plays an important part 
with salesmen, he said. When one gets 
“in the dumps” and feels sorry for him- 
self, Mr. Rosen said, he should visit 
someone less fortunate and he will soon 
get over it. 

Increased production in 1940 is not so 
much a question of seeing more pros- 
pects as of seeing less of one’s office. 
Anything is better than staying there, 
he said. 

“If you get out you will at least min- 
gle with people and expose yourself,” he 
said. “Meeting people leads to prospects. 
Very often a call for one purpose leads 
to a totally unexpected opportunity. The 
fighter wins by knocking his adversary 
down; we win by setting our prospect 
up. Learn the style of selling that best 


Essay Contest Announced 
by Claim Association 


An essay contest on “The Claim De- 
partment, a Builder of Good Will,” has 
been announced for junior members of 
claim departments of member compa- 
nies by the International Claim Associa- 
tion. 

Competition is open to all claim work- 
ers who have had at least three years’ 
actual claim work on full-time basis 
either in the home office of an insurance 
company or in the field, the only ineli- 
gibles being assistant managers and 
managers of departments. Substantial 
prizes will be awarded the winners, 
which has been divided into two sec- 
tions: (1) Life insurance; and (2) acci- 
dent and health insurance. First prize 
in each division is $100 and second prize 
is $50. 





Companies Aid Medical Research 
MILWAUKEE—Promotion of med- 


ical laboratory research by the life com- 
panies is aiding in lifting the level of 
public health. Dr. G. F. Tegtmeyer, 
assistant medical director of Northwest- 
ern Mutual Life, told a district meeting 
of the Wisconsin Association of Med- 
ical Technologists at the Marquette 
University medical school. He pointed 
out that laboratory findings in certain 
special diseases now enable the insur- 
ance companies to produce ratings in 
cases that formerly would be rejected 
for policies. This is true even in the 
cases of certain non-malignant types of 
brain tumors and in a variety of heart 
ailments. 


App-a-Week Man for 10 Years 

Ten years of app-a-week production 
have been completed by H. M. Halvor- 
son of Rochester, Minn., who is asso- 
ciated with the White & Odell agency 
of Northwestern National Life. He has 
been with Northwestern National since 
November, 1929, so that his 520 week 
record of consistent production began 
almost immediately thereafter. He has 
been presented with a cash prize of $100 
-—$10 for each year of membership—and 
a special 10 year award of a pair of 
silver candlesticks. 


Oppose Minnesota Part-timers 

ST. PAUL—The Minnesota depart- 
ment has definitely taken a stand against 
issuing licenses to persons employed in 
other lines. The department is discour- 
aging part-timers, especially in life in- 
surance. Companies which send in the 
names of proposed agents are politely 
but firmly told that the department 
thinks it is for the best interest of the 
business not to issue licenses to per- 
oo who are employed in some other 
ine. 


fits you. If you are satisfied with the 
results you are now obtaining, don’t 
change your style. But if you are losing, 
recall every trick you know and endeavor 
to attain a winning pace. There are 
many paths which must be considered. 
Turn down the unsuited paths and pick 
the one you can travel best. 


Urges Imitating Successful Men 


“When you see a man whose ability 
you envy, find out what he has done 
to get that way. Learn the secrets of 
his success and just what you must do 
to be like him. Adapt the successful 
methods of others and top it off with 
your own winning ideas.” 

Mr. Rosen suggested things for the 
agents to do to improve themselves this 
year, such as learning how to enjoy 
sports, maintaining a sense of humor, 
smiling, practicing the art of giving and 
receiving, and, above all, he said, being 
sincere. 

“Sincerity is the strongest force we 
have for emphasis. An ever greater op- 
portunity to sell life insurance lies in 
the future.” 


R. E. O'Malley Is 
Released from Leavenworth 
KANSAS CITY—Having settled his 


federal income tax bill of $19,951 for 
$9,000, R. E. O’Malley, former insur- 
ance superintendent of Missouri, Mon- 
day was released from Leavenworth, 
where he has completed a year’s sen- 
tence for evasion of tax on income re- 
ceived in connection with the settle- 
ment of the Missouri fire rate case. 

Upon his release, O’Malley immedi- 
ately became subject to highly restric- 
tive rules under the terms of a 3-year 
federal court probation. He then was 
released into custody of officers of St. 
Louis, where he faces an indictment on 
a charge of accepting a bribe while a 
state official. A similar indictment 
stands against O’Malley in Jackson 
county (Kansas City). 

There are 12 points to the probation 
rules set up by Judge Otis including 
avoidance of violating federal and state 
laws; leading a clean and temperate life; 
keep good company and good hours; 
keep away from undesirable places; 
work regularly when possible; leave 
Kansas City only with permission; sup- 
port his family if possible; report each 
month to probation officers; study the 
probation rules governing his conduct. 

T. J. Pendergast, former political boss 
here, who participated in the fire rate 
case settlement pay-off, but who has 
some of his term still to serve in Leav- 
enworth, is reported to have reached a 
settlement with the federal government 
for $350,000 on a tax bill of $707,000. 

O’ Malley was arraigned before Circuit 
Judge Wright in Kansas City on charges 
of bribery in connection with the Mis- 
souri fire rate compromise, and was re- 
leased on bond of $3,000, pending trial 
April 8. He then was taken to St. 
Louis, where he was arraigned on simi- 
lar charges, and was released on $10,000 
bond. 


Insurers’ Advertising Outlay 


Metropolitan Life during 1939 spent 
in radio and national magazine advertis- 
ing $1 048, 809, according to a compila- 
tion by “Advertising Age,” which was 
based on records of Publishers Informa- 
tion Bureau, Inc. Prudential spent 
$228,993, John Hancock Mutual $200,400, 
Travelers $181,300 and New York Life 
$105,676. 


Fischer Speaks in Columbus 

The central Ohio agency of the 
Massachusetts Mutual, of which Fritz 
\. Lichtenberg is manager, held a 
meeting in Columbus Thursday, Ches- 
ter ©. Fischer, vice-president spoke. 
Mr. Lichtenberg has been with the 
company 35 years, 30 as manager. 


Good Sales Material Given 
at Columbus Congress © 


COLUMBUS, O.—The Life Under- 
writers Association of Columbus held 
its annual sales congress Saturday. 
Speakers included Frank L. McFarlane, 
Aetna Life, Cleveland, ‘‘What’s The 
Topt’; Earl M. Schwemm, agency 
manager Great-West Life, Chicago, 
“What's Wrapped Up in a Life Insur- 
ance Policy?”; C. L. Burden, educa- 
tional supervisor Metropolitan Life, 
New York, “Planned Selling’; Charles 
T. Davies, Wyomissing, Pa., “Why I 
Bought Life Insurance.” A play “ 
Property” was presented. 


McFarlane Analyzes His Work 


Good 


Having worked for the Aetna Life in 
many capacities, Mr. McFarlane was 
able to analyze the agent’s job before 
taking up the work. He saw that 59 
percent of the agents wrote 40 percent 
of the total business and made up his 
mind to be in the top flight. He de- 
cided he would have to get 500 clients 
who would buy more insurance in the 
future or refer him to people who 
would. He told of the complete rec- 
ords he keeps and how he analyzes 
policies of present policyholders. He 
keeps in constant touch with his policy- 
holders and said his best sources of 
prospects are his close personal friends. 
His principal activity in making new 
contacts is through clubs, civic activi- 
ties and sports. He endeavors to sell 
to one person in every large organiza- 
tion in Cleveland and through him be- 
comes acquainted with other prospects. 

He classifies prospects thus: First, 
referred leads where he can use the 
name; second, referred leads where he 
cannot use the name; third, “cold tur- 
key.” He usually writes a letter two 
days before he calls. Mr. McFarlane 
spoke of the value of prestige. He en- 
deavors to make an impression on each 
person he visits. He uses a program 
method and makes two interviews, he 
explained. With a goal of 500 clients, 
he expects each to buy once every five 
vears. 

Mr. Schwemm placed on the table 
before him a good-sized paper cylinder 
standing on end. It was made of a 
couple of policies pinned together. In 
this he had a large number of folders, 
each representing some definite phase 
which is found in a life insurance 
policy. 

He said his type of selling had put 
his agency at the top of his company, 
and his plan of selling is one of the 
ways that shows the service that can 
be rendered in an insurance policy. It 
gives the public the real facts. Sell the 
prospect the destination or terminal 
point of the policy or the means to an 
end, he urged. 


Security Mutual New Director 

E. W. Couper, secretary of the local 
agency of Nelson, Wadsworth & Alex- 
ander, Binghamton, N. Y., has been 
elected a director of the Security Mutual 
Life of his city. He is a trustee and 
member of the executive committee of 
the Binghamton Savings Bank, a direc- 
tor of the City National Bank and a for- 
mer president of the Binghamton cham- 
ber of commerce. He is a graduate and 
now a trustee of Hamilton College. 





Trustees Render Real Service 

ST. "PAUL — In a letter sent to 
agents President T. A. Phillips pays 
high tribute to the service rendered by 
the Minnesota Mutual's trustees. Rec- 
ords for nearly 20 vears show trustees 
have averaged 85 percent attendance at 
the meetings. This is also true of the 
executive committee which meets week- 
lv, passing on all investments and mat- 
ters of company ‘policy. Mr. Phillips 
said that in 1939 the total fees paid 
trustees amounted to $2,760, or $230 a 
month. For this amount the company 
obtained the services of men drawing 
salaries from other companies up to 
$40,000 a year. 
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Thoughts Brought Out at 
Tri-State Sales Congress 


CINCINNATI—At the tri-state sales 
congress held here this week, E. F. 
Pierle of the Provident Mutual Life 
Cincinnati agency, in speaking on 
“Weapons,” said the agent’s rifle is his 
best friend. This, he said, is his rate 
book. It is full of all sorts of ammuni- 
tion and information. A salesman, he 
said, should know how to use his rate 
book very intelligently and understand 
the contracts and their use. He said 
there is much ammunition furnished 
from home offices, from the various pub- 
lishing services and the material that is 
coming through the grist mill from vari- 
ous parts. Direct mail, he said, is a 
worthy side arm if used properly. The 
life salesman’s bayonet, he said, is a 
study of the psychology of selling, par- 
ticularly of life insurance. 

Day by day, Mr. Pierle said, the press 
is full of articles, editorials and adver- 
tisements which directly concern life 
insurance men. Some of the strongest 
statements commendatory of life insur- 
ance appear from those who are not 
connected with the business. Every 
newspaper, he said, has motivating arti- 
cles. Important material can be gath- 
ered from the probate courts. There 
are stories every day that have a life 
insurance bearing. Automobile acci- 
dents, for example, with their many 
fatalities constitute a most vigorous 
argument for life insurance. Daily pa- 
pers publish items which offer many sug- 
gestions for a prospect. 

Mr. Pierle continued: “When your 
prospect is disturbed by a misleading 
or erroneous article, have you a printed 
answer from a disinterested and author- 
itative source to reassure him?” There 
have been many contributions from emi- 
nent people who are authorities combat- 
ing hostile attacks that have been made 
from time to time on life insurance. 


JOHN O. TODD 


John O. Todd of H. S, Vail & Sons, 
life insurance experts in Chicago, spoke 
before the Tri-State Sales Congress on 
“Simplified Programming.’ He = said 
that the job of the life salesman is that 
of prophet for the future. His task is to 
help men to understand their objec- 
tives. Once these are understood then 
finding the solution becomes simple. 
When they understand their objective 
their minds naturally reach out to find 
a solution, he said. 


First Problem of the Agent 


It is the first problem of the agent, 
Mr. Todd said, to be sure that he pro- 
cures an accurate and adequate picture 
of the prospect’s situation. He aims to 
go before his prospect with no thought 
other than to give him the benefit of 
the specialized experience the client will 
never have. Mr. Todd does not pose as 
a philanthropist. When the attitude of 
the salesman is sincere just a few words 
will suffice to allay the prospect’s fear 
that his confidence may be abused. Mr. 
Todd suggested an approach used by a 
master salesman and he acknowledged 
that he has never been able to improve 
on it. It is: 

“Mr. Prospect, I do not come to you 
with any preconceived notion that you 
need more life insurance, for it would 
be presumptuous on my part, when I 
know so little about you. Indeed, life 
insurance may be the last thing on earth 
that you should use, and if it appears 
so when I know more about you, I shall 
be the first to tell you so. 

“You probably have some definite 








plan, or else you would not be where 
you are today. It would be unusual if 
your experience encompassed an inti- 
mate knowledge of more than one finan- 
cial plan—your own. In my work I see 
hundreds of plans in a year. From see- 
ing numerous plans I acquire ideas, and 
my function is merely to bring you the 
ideas I have learned from studying the 
plans of many successful men like your- 
self. 
Analyzing Prospect’s Plan 

“Your present plan is either perfect 
for you or it has some errors in it. If 
it is the perfect plan, then you will be 
glad to have me corroborate it, and if 
it is not, you'll be glad to remedy the 
errors before it is too late. In either 


event, you'll be awfully glad we ex- 
changed ideas with each other. 
“Do you find it difficult to save 


money, or are you a natural saver?” 


Must Have Financial Ambition 

“Every man who can be called a 
prospect,” Mr. Todd said, “must have 
financial ambition. It is this ambition 
which the salesman must know about. 
The salesman must make the prospect 
express that ambition in terms of dol- 
lars and cents.” For instance, he makes 
the following suggestion to his pros- 
pects: 

“Mr. Prospect, in order to feel that 
you have been a financial success, what 
percent of your present income do you 
feel it necessary to have as permanent 
income some day? If for any reason 
you were to quit work tomorrow, what 
percent of your present income would 
be permanent? How much does it cost 
you to live now? Would it be easy to 
cut these costs? 

“If you must have not less than 50 
percent of your present income some 
day, and if only 5 percent would now be 
permanent, is it fair to say that your 
problem is to accumulate in the time 
that remains an amount of capital which 
will produce 45 percent of your present 
income? Under your present plan, do 
you know how long it will take to do 
that? Suppose you don’t have time, 
would the need for the income be 
greater or less?” 


Getting Comprehensive Information 

When these questions are asked, Mr. 
Todd stated, the agent has procured 
without becoming a census taker prac- 
tically all the information he needs. The 
prospect has set his own minimum in- 
come. When the prospect and agent are 
discussing the question of time and the 
present plan, he has told the agent how 
much insurance he owns. He 
spoken about his wife and children and 
he has agreed on the length of time he 
expects to have to finish the job. 

At this point Mr. Todd said the agent 
is prepared to give some study to the 
program itself. Even if it appears very 
clear and simple to the agent it is not 
so much that way to the prospect. Then 
he invariably terminates the interview 
as follows: 

“Mr. Prospect, I appreciate the con- 
fidence you have shown in me by your 
frank discussion of these problems and 
by giving me your ideas. I want to 
give some serious thought to the matter 
on my own time. If as a result, I have 
some ideas which I think might be val- 
uable to you, I shall call you to arrange 
an appointment at your convenience, in 
order to lay them before you.” 

Then Mr, Todd leaves the office at 
once. When he returns to his own of- 
fice he writes a letter thanking the pros- 
pect for the courtesy he has shown at 


has, 


the interview and telling him that in 
accordance with his promise the agent 
is giving some thought to his situation. 
Thus he has made the second interview 
easily obtainable by appointment. Then 
the agent must begin to construct the 
actual program. He must be prepared 
to put some actual thought on the prob- 
lems, to subject the solution to the acid 
test of “What would I do if I were 
he?” He said that about 75 percent of 
the prospects will fall into a pattern 
which permits the agent’s past experi- 
ence to guide him quickly to the solu- 
tion. 

First he wants to know that neither 
the prospect nor his wife will ever be 
dependent upon their children for sup- 
port. He is given the minimum figure 
which will accomplish this, according 
to his own standards. He has told the 
agent the monthly income that his wife 
should have. The first thing that 
should appear in the program is the 
minimum stipend a month for the 
widow, and next, the amount of income 
necessary while the children are young. 
Next, any special fund such as educa- 
tional, emergency and cleanup must be 
provided. Then he must provide a min- 
imum for himself after he is age 65. 


Gives Prosvect Bird’s-Eye View 


The monthly income and the time 
element enter into these coverages. The 
agent gives the prospect a bird’s-eye 
view of his present plan. In a conver- 
sation with the prospect he figures out 
for himself just what will be the min- 
imum amount for these different periods 
and beneficiaries. The agent has not 
asked the prospect to buy life insurance. 
He has been referring only to his need 
for capital. The prospect himself will 
tell the agent later on that there is no 
way in which he can provide this capital 
except'by the use of insurance. Where 
the company permits, Mr. Todd says 
he feels there is great merit in using 
the interest option to precede any other 
that may be employed. Mr. Todd said, 
“Again, where the companies permit, do 
not be a party to the insured inadver- 
tently disinheriting some people he loves 
dearly. Unborn children should be in- 
cluded, share and share alike with 


existing children as contingent bene- 
ficiaries. Furthermore where funds are 
to be held for a considerable period of 
time after the insured’s death his chil 
dren’s children should be included to 
take the share of the deceased child.” 


Three Great Advantages 


In using the scientific program plan 
Mr. Todd said that it reveals clearly 
three great and obvious advantages. 
First, it is an obvious service to which 
clients are entitled. Second, it weaves 
in the motivating emotions with the 
appearance of pure logic so as to pro- 
duce a high percentage of closes. Third, 
it stimulates men to buy far larger 
amounts than the average than they 
would otherwise consider. Then, he 
adds a fourth great advantage in that it 
makes clients and hence creates centers 
of good will. 

Mr. Todd said that each time he has 
been unsuccessful in an interview he 
goes back and tries to figure out what 
had been said that was wrong so as not 
to make the same mistake the next 
time. So far as successful agents are 
concerned they are just ordinary men 
with a definite purpose. Not a one of 
them has a single thing that any other 
agent does not possess. He said, “Do- 
ing it is only as difficult as convincing 
yourself that you can.” In closing Mr. 
Todd said: 

“If you will, a life insurance program 
is more than just a word. It is more 
even than just a means of conservation 
of money dearly spent for life insurance 
premiums. What it will become to you 
is a way of life—a frame on which will 
be built a solid structure which will hold 
back all past causes of failure—a thing 
which will sweep men off their feet with 
a desire to do the things concretely that 
they have known abstractly for years 
they should do—a way in which your 
percentage of close to attempt to close 
will be doubled or trebled—a way in 
which your average case will be tremen- 
dously increased. In fact, if you will 
do these things, you may put in your 
order for anything you may desire, for 
your careers as life insurance men and 
women will give those things to you. 





Philadelphia Congress Is 
Full of Valuable Tips 





One of the most successful sales con- 
ferences in its history was held in Phila- 
delphia by the Philadelphia Association 
of Life Underwriters, with an attendance 
of 1,000. George H. Harris, public re- 
lations officer Sun Life of Canada, con- 
tended the outstanding development in 
recent years was the growing demand of 
the part of the public not that the busi- 
ness make a profit but that it make some 
contribution to society, and to the devel- 
opment of public welfare. Life insur- 
ance has developed and grown through 
the agents, he said. They were largely 
responsible for the 13-fold expansion in 
the past 40 years. The insurance is 
being carried, he said, “so that the Amer- 
ican nation be sustained in the next gen- 
eration.” Life insurance has grown 
with the heightened sense of responsibil- 
ity and with people who know the mean- 
ing of freedom, Mr. Harris said. In 
the last ten years, although business 
was standing still, there was yet the 
greatest forward movement life insur- 
ance has ever known. “I wonder if we 
are turning demonstrators instead of 
selling?” he asked. Agents are spending 
twice as much time with prospects as 
they did 25 years ago with no better re- 
sults, Mr. Harris commented. 


“They may be knowing too much and 
forgetting the social needs. Are the 
public turning into inquirers instead of 
buyers? Are we forgetting that most 
policies are going into humble homes; 
that one-half of our population have pol- 
icies.” 

Mr. Harris said the United States is 
spending four times as much on crime 
as on life insurance, yet there is much 
talk about the life insurance saturation 
point being reached. “If we cut our 
crime bill in half, we can double the 
number of families protected by life in- 
surance and families that are now broken 
up through the death of the bread win- 
ner would be held together.” 

He pointed out that 2,000,000 widows 
are working, 5,000,000 children are left 
at home while their mothers work, and 
that 10,000,000 men will reach the age 
of 65 within the next few years and go 
back to become a burden on their chil- 
dren. 

A. R. Jaqua, associate editor Diamond 
Life Bulletins, stoutly defended the 
agents in the present controversy in 
government circles as to their useful- 
ness in selling. He cited five examples 
of the important place that agents oc- 
cupy. The Wisconsin state life fund 
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started in 1911 and yet last year paid for 
only $334,00 of life insurance, while legal 
reserve life agents in the state in the 
same period wrote $241,000,000. Massa- 
chusetts started savings banks life insur- 
ance in 1907; in 1939 it wrote $28,000,- 
000; but legal reserve agents wrote 
$575,000,000. The Postal Life, started in 
1904, selling only by mail, reinsured two 
companies with $64,000,000 of business, 
and as of January 1, 1940, had $47,000,- 
000 in force. 

In New York, savings bank life insur- 
ance finished its first year with its av- 
erage policy $810, writing a little over 
$6,500,000. Legal reserve agents paid for 
$1,852,000,000 in that state in the same 
time. Some years ago Sears-Roebuck 
started to sell life insurance through cat- 
alogues. At the end of three years it 
had lost $17,000,000 in force, and sold 
the company. “It had everything but the 
agent,” Mr. Jaqua said. 


Small Company’s Experience 


He also cited a little company in Illi 
nois which started in 1929 to sell life in- 
surance only to farmers. “At the end 
of 10 years it had $100,000,000 in force, 
but it had plenty of agents,” Mr. Jaqua 
commented, 

“Which would you rather be, a widow 
with $10,000 of life insurance sold by an 
agent or by a counter?” 

He took up the cost argument. An 
82 year old company paid 10 percent in 
commissions; a new company paid 16 
percent. Mr. Jaqua secured United 
States figures and found 12 cents of 
every dollar goes for acquisition costs. 
He said if agents were eliminated, the 
mortality cost would be increased as 
sales-selective policyholders decreased. 
He believes in the long run the cost to 
policyholders would be increased if the 
sales force were eliminated. 

He contended the agent helped also 
in creating the safety of life insurance. 
Banks fail because they have to convert 
assets into cash, but life insurance does 
not have to do this. Excepting for a 
few companies for a few days, he said, 
no life company in the last 12 years has 
had to sell any of its assets. This is 
made possible by the daily income from 
premiums, brought in by the agents. 

“The life underwriter is the biggest 
single factor making for the safety of 
life insurance,’ Mr. Jaqua asserted. 

The next 10 years offer great oppor- 
tunities to the agents. According to 
census figures there will be more people 
between 20 and 45, the buying age, from 
1940 to 1950, than ever before in his- 
tory, he said. This will be the golden 
decade, with more people to buy life in- 
surance, radios, automobiles, etc. 

“If you can’t sell life insurance in the 
next 10 years,” he said, “get out of the 
business.” 

J. C. McNamara, general agent Home 
Life, New York, introduced the final 
speaker, W. H. Burns, large personal 
producer of Philadelphia. He went to 
Philadelphia at the height of the depres- 
sion, having no contacts, but determined 
there must be some way to sell life in- 
surance without a rate book and without 
having to stand up and take a beating. 
He was determined to sell only big 
cases, 

He told about his sales methods and 
gave a breakdown of a trust agree- 
ment, in the latter presentation being 
aided by his associate, Frank Campbell, 
Agents, he said, must realize that they 
are in business under distribution—to 
which a man gives 5 percent of his time, 
spending 85 percent in accumulation and 
10 percent in conservation. 

“Talk distribution.” he urged. ‘Make 
the man recognize something that he 
doesn’t have.” 


Generally speaking, there are three 
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types of life insurance cases, three needs, 
and three points to a man’s financial pro- 
gram. These are: (1) The man without 
an estate, where his life insurance is all; 
(2) the average size estate, where he has 
a part interest in a business or a big sal- 
ary; (3) the large estate. The needs are 
clean-up, backlog and investment. He 
is a believer in the two-interview attack. 
“How can you sell something when you 
don’t know anything about the case?” 
he asked. The first interview, he be- 
lieves, should be solely to secure infor- 
mation. The agent should have no 
trouble on the first interview if he shows 
no sales interest. 

“More life insurance is sold before the 
plan is opened up, by neutralizing the 
story and giving it to him in his own 
language,” Mr. Burns said. “Before 
opening the plan, make sure that it is 
right—and then give him the picture.” 





Companies’ Reports 
Are Humanized 





(CONTINUED FROM PAGE 1) 


assets, 25.7 being government and mu- 
nicipal, 10.8 railroad and equipment 
trusts, 25.3 public utilities. Cash is 1.5 
percent, mortgages 15.7, real estate 1, 
policy loans 16.4. The company states 
that its bonds have been carefully se- 
lected and are all diversified by industry, 
geographic location and maturity. Its 
insurance in force increased $2,968,889, 
bringing the total to $64,783,944. The 
new business was $7,723,778, as com- 
pared with $7,577,589 the year previous. 
Its assets are $18,817,371, surplus $1,- 
318,523, contingency reserve $225,000. 
It is explained that before setting aside 
the surplus the management first pro- 
vided for every claim, set up the increase 
in values on all policies, provided for 
enough to pay dividends for a full year 
ahead and made all the adjustments 
which were needed to place investments 
on a conservative basis. 

The Protective Life illustrates its an- 
nual brochure in a graphic way. This 
year will be the end of the first third of 
a century of its life. Its assets have in- 
creased to $12,140,269 and its net sur- 
plus is $371,338, gain $71,705. Its insur- 
ance in force is $120,625,676, gain 
$10,094,247. The premium income in- 
creased by $104,079 and total income by 
$191,079. The annual income was $3,- 
500,750. These increases are shown in 
illustrations that are quite vivid. 

The Protective Life states that be- 
cause the company’s strength is not 
measured in terms of size but rather in 
terms of its ability to pay its obligations 
as they arrive, it is significant that it 
with a single exception has the largest 
ratio of assets to liabilities of any life 
company in the United States and Can- 
ada doing principally a regular ordinary 
business and having as much or more 
insurance in force than it has. 

It is explained that the life company 
management continues to face the ex- 
tremely perplexing problem of investing 
funds safely and with a satisfactory re- 
turn. Last year the average return was 
5.06 on its mortgage loans and 4.39 on 
bonds. 

The Protective: Life emphasizes the 
fact that it is a southern company and 
it points out that when a home earned 
dollar is invested in the area that pro- 
duced it, that section is enriched by at 
least the amount of interest or rent it 
would have had to pay for the use of a 
dollar brought in from some other part. 
It states that life companies are the 
greatest single accumulators of wealth 
represented in the savings of policyhold- 
ers. Statistics show, the brochure points 
out, that southern people purchased 25 
percent of the life insurance sold in the 
country last year and that nearly 60 
percent of this was purchased from 
southern companies. Therefore, it is 
stated that the margin of southern life 
company leadership grows wider each 
year. 

On a double spread it illustrates the 


different activities in which a life com- 
pany is at work. It also illustrates the 
percentage of investments made last 
year. 


Investment Policy 


The Protective Life states that the 
company does not carry in its assets 
interest accrued on mortgages on which 
any payment is in default. When real 
estate is acquired by foreclosure it is 
placed on the books at the appraised 
value or at cost, whichever figure is 
lower. Its bonds at the end of the year 
had a market value of $100,321 greater 
than the figures carried in the state- 
ment. 

The Protective Life, in its comment 
on the statement, asserts that its safety 
is secured in several ways. First by di- 
versification, next by high standards of 
asset selection; third, the investment 
committee is composed of men who have 
made outstanding success of their own 
personal affairs and of the business en- 
terprises which they direct; fourth, every 
sale or exchange of any company asset 
is carefully reviewed by the committee 
and has its approval, its reserves exceed 
by a substantial margin all legal require- 
ments, and lastly, most of the assets are 
carried on the books at figures that are 
appreciably under their market value. 
The capital is $1,000,000. It carries spe- 
cial surplus of $140,000 for contingencies. 

The brochure takes a page to tell 
about the work of the agents, how they 
are selected, what service they can ren- 
dex and how they are taught to investi- 
gate a prospect’s life insurance needs. 


N. Y. Counsellor 
Faces Public Action 








(CONTINUED FROM PAGE 1) 


the legislature on the ground that such 
action would set up an entirely new pro- 
fession. Superintendent Pink of the 
New York department believes that the 
counsellor situation is largely the out- 
growth of changes in policyholders’ eco- 
nomic condition resulting from the de- 
pression and that the boom in the coun- 
sellor business is probably a passing 
phase. 


See Improvement in 
Quality of Business 








(CONTINUED FROM PAGE 4) 


except perhaps for sharpening one’s 
mettle. Use of pre-approach letters and 
telephone calls had a number of adher- 
ents. The typical procedure seemed to 
be to work on a large group and then 
narrow down to those who seemed 
worth cultivating. 

In approaching the broker who is al- 
ready writing life insurance the appeal 
is on the basis of the company’s advan- 
tages, or the special service the agency 
can give the broker or any other reasons 
that are outstanding. In getting a 
broker to sell life insurance when he 
has not already done so it is necessary 
to show him that the time he loses from 
his general business will be more than 
made up by the money he will make 
through being able to give a complete 
service. 

As for joint work with brokers, it was 
generally agreed that this should be 
done, although there was a division of 
opinion as to whether the objective 
should be primarily to make sales or a 
means of educating the broker. Mr. 
April said that in going out with a 
broker it is desirable to give the im- 
pression that one is the broker’s sub- 
ordinate and in his employ. 

W. Smerling, Berkshire Life, 
pointed out that it is necessary to be 
the broker’s life insurance adviser even 
though a case now and then may have 
to go to another company. 

Summing up the session, the chairman 
Paul Orr, Guardian Life of New York, 
stressed the similarity between develop- 


ing general brokers as producers and 
developing a full time organization; sec. 
ond, the small turnover among general 
brokers makes it worth while to invest 
a substantial amount of time in develop- 
ing them as sources of life insurance 
business; and, third, that brokerage busi- 
ness, properly sold, is just about as 
good as full time business, so that it 
may be concluded that the activities of 
the brokerage supervisor are extremely 
valuable to his agency and his company, 

In addition to those mentioned, parti- 
cipants included Samuel Wilson, Mutual 
Life of New York; Charles Biesel, Man- 
hattan Life, and Arthur Sullivan, Guard- 


jan Life of New York. 





Other Lines Face Lighter 
Task in Telling Story 


(CONTINUED FROM PAGE 2) 


ested in making names for themselves 
and winning advancements either with 
the government or elsewhere than they 
are in protecting jobs which pay salaries 
so low in proportion to the holder’s 
ability that they can be regarded only 
as stepping stones. 


Main Issue Was Monopoly 


Another point of dissimilarity be- 
tween the situation of the milk com- 
panies and the insurance companies was 
that the milk inquiry struck much more 
closely to the question at issue, namely, 
monopolistic practices. The Federal 
Trade Commission tried to show that in 
certain important regions the companies 
organized so as to exercise monopolis- 
tic control. The companies accused of 
doing this offered their evidence. The 
main issue was solely that of monopoly, 
not by any one company but by the 
dominant groups. 

The investigation of insurance, how- 
ever, in addition to being far lengthier, 
was concerned only slightly with the 
monopoly angle. But the principal dif- 
ference is that the investigation agency 
studying the life companies obviously 
had an axe to grind—establishment of 
federal supervision over life companies. 


Life Companies Face Difficulty 


One difficulty that the life companies 
face in the attempt to tell their own 
story to the TNEC is the attitude of the 
SEC, which has been that of a public 
prosecutor rather than a student seek- 
ing enlightenment. Furthermore, both 
Leon Henderson, SEC commissioner in 
charge of the insurance study, and 
Gerhard Gesell, SEC special counsel 
who examined the witnesses, were in- 
clined to show sharp personal resent- 
ment if any witnesses made even the 
mildest challenge of the SEC’s proce- 
dure or conclusions. 

In hearing the life companies’ story 
the TNEC might decide to dispense 
with Gesell’s role as examiner but Hen- 
derson is a member of the committee 
and there are plenty of others on the 
committee to ask the questions that the 
committee wants asked, such as Isador 
Lubin of the department of labor, J. J. 
O’Connell and C. L. Kades, of the 
treasury department, not to speak of 
Chairman Jerome N. Frank of the SEC 
who might return to the fray if his 
services were needed. 





PROCEDURE IN WASHINGTON 

WASHINGTON—Reports that the 
SEC would release the “10 worst” let- 
ters of the thousands received from 
agents in reply to the SEC’s question- 
naire sent to 10,000 agents were denied 
at SEC headquarters as absurd. It was 
pointed out that the SEC will have 
nothing to say about what letters are put 
into the records. 

Chairman O’Mahoney of the SEC has 
appointed a special subcommittee headed 
by Sumner T. Pike, department of com- 
merce representative on the TNEC, to 
select a representative group of the 
agents’ letters for inclusion in the rec- 
ord. When received into the record they 
will be available for publication. 

As to the Boston survey, ft was said 
that the report will be released but prob- 
ably not soon. 
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A: EMBLEM of a strong, enduring life 
insurance company which for 73 years has ad- 
hered to principles of justice and friendliness. 
Well directed and soundly managed, the pro- 
tection the Equitable of Iowa provides to policy- 
holders and their families is 


Outstanding by Any Standard of Comparison 


EQUITABLE 
LIFE 0/1IOWA 


HOME OFFICE + DES MOINES 








m7 — 80 YEARS OF SERVICE <— 





THE 


GUARDIAN LIFE 


INSURANCE COMPANY 


OF AMERICA 
NEW YORK CITY 








A MUTUAL COMPANY 
ESTABLISHED 1860 














Now--- 


OF THE WORKING DAY 


PROVIDENT 
PAYS A CLAIM 





PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 








EXPANSION! 


UNUSUAL OPPORTUNITY FOR MAN WHO CAN 
QUALIFY AS DISTRICT MANAGER. 


GOOD EQUIPMENT—PARTICIPATING—NON PAR- 
TICIPATING—JUVENILE—SUB STANDARD—ACCI- 
DENT AND HEALTH—HOSPITALIZATION. 


Write 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 




















A dinner was given in honor of William T. Earls, newly appointed Cincinnati 
general agent by officials of the Connecticut Mutual Life in Cincinnati. Left to 
right: William A. Earls, president, Earls-Blain Company, Cincinnati; Superintendent 
Lloyd, of Ohio; Vincent B. Coffin, second vice-president and agency superintendent, 
Connecticut Mutual; W. T. Earls, and Vice-President Peter M. Fraser, Connecticut 
Mutual. 
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Perpetuating the memory of C. C. Ferguson, late general manager of Great-West 
Life. a memorial portrait of Mr. Ferguson was unveiled at the head office. The 
painting is the work of Sir Wyly Grier, Canadian artist. 











Above—Karl Madden (left) will ad- 
dress the Davenport, Ia., sales congress 
March 30. Harry T. Wright, (right) will 
be a master of ceremonies. 


Insurance commissioners of five New 
England states gathered at a luncheon 
of Mutual Fire Insurance Association in 
Boston to hear Superintendent Pink 
(third from left) warn against concen- 
tration of power in federal government. 
From left to right are: Commissioners 
Hemenway of Vermont and Lovejoy of 
Maine; Mr. Pink; F. L. Brigham, presi- 
dent Mutual Fire Insurance Association; 
Commissioners Harrington of Massa- 
chusetts, Rouillard of New Hampshire 
and Morin of Rhode Island, and E. S. 
Cogswell, deputy commissioner of 
Massachusetts. 

















Leaders of discussions at the Pension Trust Clinic conducted by the NewEngland Mutual in Boston were, left to right: C. Preston Dawson, general agent in 
New York City: R. J. Lawthers, manager benefit department of the home office:J. Harold Atwood, Boston; Lowell D. Crandon and Harry C. Stockman, Newark; and 
Robert C. Newman, St. Louis, all life members of the Million Dollar Round Table. 
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